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Bell's Liquid Transmitter 
and Tuned Reed Receiver, 
March, 1876. 
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re the telephone had never been invented 


* 


Have you ever thought what the 
world and your life would be like 
without the telephone? 


If you wanted to talk to relatives 
or friends — if you wanted to order 
from a store — if you needed to sum- 
mon a doctor or a policeman in an 
emergency — there would be no way 
you could do it in a hurry. What now 


takes only a few seconds or minutes 
would often take hours and cost you 
far more than a telephone call. 


Each year the telephone becomes 
more useful to the people and more 
vital to the prosperity and security 
of the Nation. Today’s tremendous 
job of production and defense could 
not be carried on without it. 


There are twice as many Bell tele- 
phones as there were only ten yeas 
ago. They are here and ready be- 
cause the Bell System kept right on 
building and improving to meet the 
country’s needs. 


Never in the history of the tele- 
phone has it been so valuable to so 
many people as right now. 


BELL TELEPHONE SYSTEM 
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High-speed recorder. Three reduction ratios 
available. Photographs fronts and backs of 
documents side by side on 16 mm. film, or 
at the flick of a switch, converts to 8 mm. 
photography of fronts only up one side of 
the film and down the other. 


Simple-to-use reader. Projects clear images 
of original size or, in some cases, larger. 
Combines facsimile printer. Easily operated 
from a sitting position. 
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any such occurrence. Microfilming is fast, eco- 


Possibly there are records in your bank that are 
expendable. Perhaps there are others, too, that 
could be replaced if necessary. But what about 
your vital documents . . . those that affect the 


nomical and convenient . . . especially if it’s 


Burroughs microfilming. 


ST TO COAS d liabili a fy busi Your Burroughs representative will gladly show 
a ne ee position OF your business --- you how quickly and inexpensively you can 
2H i that affect depositor’s claims, stockholders and reproduce your records with microfilm equip- 
e } ‘ee y , , y ¢ : a 
“hes employees? If they were destroyed or hopelessly ment made by Bell & Howell, leaders in the field 
ee damaged, what then? ’ 


of fine photography. Also, ask him for the new 
booklet Records with 
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service ¢ 
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( Increasing your present use of microfilm to the 


extent of recording a// your most valuable docu- 
ments is the surest and best safeguard against 


“Safeguarding Vital 
Burroughs Microfilming,” which presents a defi- 
nite procedure for reproducing your records. 
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From Where We Sit.... 


We need emphasis on the obvious rather than elucidation of the obscure. 


NATIONAL 4-H CLUB WEEK, March 
3-11, has suggested the theme and 
motif for the cover and a portion 
of the editorial content of this 
issue of BANKERS MONTHLY. In 
addition to its timeliness, the sub- 
ject is most appropriate because 
bankers, both individually and col- 
lectively, recognize the great value 
of the 4-H movement and are giv- 
ing much evidence of their eager- 
ness to support it. 

The support which the bankers 
of the country have given the 4-H 
program has increased with their 
realization and appreciation of the 
splendid job it is doing for them. 

The 4-H motto, “To make the 
best better,” wherever it is applied 
and to whatever extent, is adding 
to the economic stability of the 
community. Better seed, better 


methods, better equipment, mean 
better farms and better products. 
These, in turn, mean better roads, 


better schools, better churches, bet- 
ter communities—in short, a better 
environment in which to live and 
do business, and better and more 
profitable banks. 


Good People Make Good Customers 


There is an end result, however, 
of even greater importance—better 
boys and girls and men and women. 
The bank wants customers with 
intelligence, integrity, industry and 
energy. These qualities are matched 
by the clearer thinking, greater 
loyalty, larger service and better 
living, for club, community and 
country, to which the 4-H’er, in 
the pledge by which he lives, dedi- 
cates, respectively, his head, heart, 
hands and health. 

It is the presence of. these traits 
in the people with whom the banker 
does business that makes banking 
a pleasure; it is their absence that 
too often makes it an irksome task. 
Moreover, it is their presence or 
absence which determines, in con- 
siderable measure, the extent to 
which banks are profitable or other- 
wise. 

It is worth noting at this juncture 


—EMERSON 


that while the 4-H program centers 
its attention upon the rural youth, 
its influence upon the parents of the 
approximately 2 million boys and 
girls who constitute its member- 
ship must be tremendous. In fact, 
it would be most difficult to find a 
better way to interest the adult 
farmer in all the good- things for 
which 4-H stands, than by first in- 
teresting his sons and daughters. 
Moreover, the parents of the 4-H’er 
supply most of the leadership the 
program requires, with great ob- 
vious benefit to themselves. 


A Generator Of Good Will 

If the case for the fullest possible 
banker cooperation in the achieve- 
ment of all 4-H objectives is not 
complete, there is one more factor 
which it is hoped will supply suf- 
ficient margin to rule out all doubt 
in the matter. That factor is the 
good will that is generated in the 
hearts of the 4-H members and 
their fathers and mothers by these 
manifestations of interest in the 
work they are doing and apprecia- 
tion of their efforts. 


Farm Accounting Needed 

An activity which is perhaps 
more closely geared to the needs of 
the banker than any other, and is 
really a fundamental necessity to 
the over-all success of 4-H Club 
projects in which monetary profit 
or loss is a factor, is that of farm 
accounting. It is too largely the 
case that farm accounting at the 
adult level is non-existent. The 
adult farmer, by and large, has had 
little or no specific instruction or 
training in accounting methods and 
has little aptitude for the job of 
bookkeeping. In this situation, his 
preoccupation with the other details 
of his operation is pretty likely to 
cause him to give the matter of 
accounting a scant minimum of at- 
tention. 

The result is that farm records 
are too often devoid of information 
indicating which phase of a given 
year’s operations made money, 
which lost, and how much and 


why; or the years in which ae 
cretions and profits realized ae 
tually accrued. 


4-H Clubs stand ready to cooper. 
ate with any bank or group of 
banks in an endeavor to provide, in 
considerable measure, the answer 
to this problem. The Extension 
Service of any county or state and 
the individual clubs may be relied 
upon to welcome with open arms 
any cooperative gesture from the 
banks looking toward the establish- 
ment of an activity or a project 
whose definite purpose it would be 
to begin at once to educate and 
train our rural youth in correct 
farm accounting practice. 


Projects To Suit Abilities 


For this purpose, bookkeeping 
could be adopted by individual 
members as an activity identified 
with a project, or as a project in 
itself. The latter may include in 
its scope the whole of a farming op- 
eration, or any part of it, such as 
hog raising, poultry raising, or a 
crop of grain, that may be agreed 
upon. Adaptation to the abilities 
of the individual would be a simple 
matter. 

A system of awards may be set 
up at any level for whatever type 
or types of activities or projects 
may be adopted. A beginning would 
doubtless be made at the local level, 
because that would involve a min- 
imum of delay and provide much 
valuable experience in organizing 
award systems at the county and 
other levels as the program pro- 
gressed. 

Bookkeeping projects have been 
a part of the 4-H program since its 
inception, but there have _ been 
relatively few of them, largely be- 
cause of a lack of qualified instruc- 
tors. Banks are uniquely able to 
fill that need, and it would be diffi- 
cult to imagine an activity in which 
one or more members of a bank’s 
staff could engage with greater ben- 
efit to themselves and profit to their 
institution. 


Editor 
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4-H News Photo 


Shown here is Hartwell Allen, 
president of the Lee County 4-H 
Council, Opelika, Ala., erecting his 
4-H gate sign and thereby launch- 
ing a state-wide project under the 
sponsorship of the Alabama Bank- 
ers Association, which has resulted 
in the erection of a total of over 
21,000 such signs. Onlookers are, 
from left to right, Wallace Harper, 
cashier, Robertson Banking Co., 
Demopolis, chairman of the Asso- 
ciation’s Agricultural Committee; 
Hanchey Logue, State 4-H leader; 
Nelson Cartwright, vice president, 
Farmers National Bank, Opelika, 
key banker of Lee County, and G. 
H. Wright, vice-president, First 
National Bank of Auburn, and orig- 
inator of the idea. 


MOBILIZE FOR DEFENSE! 


The American National Associa- 
tion of the Red Cross, founded in 
1881 by Clara Barton, was then an 
informal national committee of 
only eleven members and had no 
official connection with the govern- 
ment. It was renamed the Ameri- 
can National Red Cross in 1905, and 
in 1911 was made a semi-official 
government organization. 





Mail addressed to Lock Box H ar- 
rives at the Chicago Post Office di- 
rectly across Clark Street from the 
Continental Illinois Bank and is 
picked up by bank messengers at 
frequent intervals, night and day, 
seven days a week. 
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They Work Together 


Toward Their Common 


Ideals And Objectives 


farm enjoy a unique privilege. 

The industry which provides 
their sustenance is the predominant 
factor in their environment, and 
much of their earliest knowledge is 
associated with the daily round of 
duties which make up, for the most 
part, life on the farm. Beginning at 
a very early age, there is a sharing 
of duties and responsibilities, and 
these grow with the passing of the 
years. At a very early stage of their 
development, there are jobs appro- 
priate to their abilities, and “learn- 
ing by doing” is a technique with 
which they are most familiar. 

Upon these boys and girls rests 
a major portion of the responsibil- 
ity for maintaining our agricultural 
resources and production at an ever 
increasingly high level. Some will 
leave the farm as increased mech- 
anization and improved methods 
continue to increase the per capita 
production of those remaining, but 
those who remain will be the sons 
and daughters of today’s farmers. 


Bis: AND GIRLS reared on the 


Banking and the 
4-H Movement 


This makes it a matter of the first 
importance to all of the industrial, 
commercial and professional inter- 
ests of the country to concern them- 
selves about the ability of each 


EDITOR'S NOTE 
With 2,000,000 members in 84- 
000 clubs under the direction of 
200,000 leaders, “learning by do- 
ing” the best methods and tech- 
niques known to our most vital in- 
dustry, and developing, in the 
process, those character _ traits 
which will best assure the perma- 
nence of our democratic institu- 
tions, bankers everywhere are 
seeking ways by which they can 
make the efforts of this fine organi- 
zation more effective. It is the pur- 
pose of this article to name and 

describe a few of them. 





succeeding generation of farmers 


to carry on. That they are properly 
concerned about it is amply at- 
tested by the vast amount of en- 
couragement and support the 4-H 
movement is receiving from all 
quarters. 

Notwithstanding all of this sup- 
port and activity, both within and 
without the organization, much re- 
mains to be done. The present en- 
rollment of slightly less than 2 
million constitutes only a third of 
the young farm people who are 
eligible for membership. The pro- 
gram must be brought to constantly 
increasing numbers of the 4 million 
non-members. Moreover, its bene- 
fits to present members can be 
greatly increased. 


There are 200,000 leaders func- 


4-H'er Warren Garst, Salem, Virginia, 
with a prize Guernsey calf. 








tioning in over 84,000 clubs, but the 
National 4-H News, a splendidly 
edited and very helpful publication 
with a subscription rate of $1.00 
per year, has a circulation of only 
58,000. 


Banks Supplying 13,249 Subscriptions 


Many banks have found in the 
National 4-H News just the oppor- 
tunity they were seeking as one 
way of giving evidence of their ap- 
preciation of the work of volunteer 
Club Leaders. A recent tabulation 
showed that Bankers Associations 
of the States of Arizona, Colorado, 
Nebraska, Oregon and Vermont 
were supplying subscriptions to 10,- 
595 4-H Club Leaders in those 
states. In addition to this number, 
2,654 subscriptions were being sup- 
plied to Leaders by 93 banks, either 
individually or through their 
County Bankers Associations. 

A word about this publication 
seems appropriate. It is published 
by the National Committee on Boys 


and Girls Club Work, “a privately 
supported voluntary group of pub- 
lic spirited citizens, incorporated 
not for profit to assist . .. in fur- 
thering the program, membership 
and influence of the 4-H Clubs.” 
Numerous Extension workers, lead- 
ers and members act as volunteer 
reporters, and field editors main- 
tain contact with state and county 
programs. With their aid, the mag- 
azine reports constructive activities 
and ideas which point the way to 
better 4-H work. Feature stories, 
inspirational articles, reports from 
clubs, state and county news, 
awards program announcements, 
recreational activities and many in- 
teresting departments give it a high 
reader interest. 

Other activities of the National 
Committee include, the administra- 
tion of some 30 national annual 
award offers, a supply department, 
the National Club Congress, and 
many miscellaneous services. 

Around $400,000 is represented in 


GROWTH OF 4-H ENROLLMENT, 1912-1949 


MILLIONS 


* 


THE HEAVY black 
line traces growth 
of 4-H member- 
ship from a hum- i 
ble start of less 
than 100,000 in 
1912. Generally 
the line mounts 
steadily, except 
for a sharp in- 
crease during the 
war years and a 
lag following. 
Other than that, 1 
only unsettled 
economic condi- 
tions of the early 
30's and the pre- 





1949 - 1,886,214 
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the medals, watches, trips, U. §. 
Savings Bonds and _ scholarships 
provided by donors through the 
Committee in the contests for 4- 
members on county, state, sectional 
and national levels. A_ typical 
awards program is that of Tractor 
Maintenance, sponsored by a group 
of oil companies. It provides ster- 
ling silver medals of honor to the 
upper 10 per cent at the county 
level, trips to the National 4-H 
Congress at the state level, and 8 
scholarships of $300 each at the 
national level. 


The 4-H Congress 


There were in attendance at the 
1951 Congress, 1145.delegates from 
all parts of the nation. The prin- 
cipal function of the Congress is 
to provide a means of suitably hon- 
oring those members who have 
achieved outstanding results in 
their Club work. During their 5- 
day stay they take part in group 
discussions, take special educational 
tours, visit the International Live- 
stock Exposition and are guests at 
special functions given them by 
awards donors and civic groups 


That bank support of the 4-H 
program is very great is attested by 
the fact that this article can only 
touch the outer fringes of the whole 
subject. Its purpose is to suggest 
rather than to recite. 

Outstanding among the  non- 
routine community betterment pro- 
grams in which banks have given 
4-H Clubs their all-out support, is 
that referred to in the following 
excerpt from the February 1950 is- 
sue of National 4-H News: 

“OPERATION 4-H GATE SIGN 

it might be called, after the 

Army style of naming its proj- 

ects. It’s the ambitious plan 

under way in Alabama to con- 
solidate the already large ‘enlist- 
ment’ and strengthen ‘positions’ 
in the training program. It may 

‘infiltrate’ to other states. 

“Objective of the operation is to 

give recognition to worthy club 

members who have shown ‘initi- 
tive’ in ‘cleaning up’ operations. 

The ‘strategy’ is to provide such 

members with the standard 4-H 

gate sign ‘decoration.’ All that’s 

left for the ‘high command’ is to 

‘encompass specific objectives,’ 

and the bankers will take over. 

A specimen of the ‘munitions’ is 
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Tennessee's Four-H-Club members attending the second annual State Congress in Nashville had an excellent opportunity to study citizen- 
ship responsibilities by watching the 76th General Assembly in action. Here are part of the Clubbers coming from the State Capitol 
Building, after sitting in the chambers of the State Senate and the House of Representatives and watching several bills become law. 


displayed in the illustration by 
a ‘regimental commander.’ (See 
cover) 

“There’s nothing new in the way 
of a ‘secret weapon’ about 4-H 
gate signs, but there has never 
been a concerted campaign em- 
ploying so many forces to ‘en- 
velope’ a state with them. Near- 
est comparable effort was a 
‘punitive expedition’ conducted 
by the New York State 4-H 
forces which employed roundly 
10,000. 

“High hopes are held by State 
Leader Hanchey Logue for wide 
acceptance of the strategy by 
local 4-H lieutenants. Certainly 
the 4-H formations are due to 
receive much _ propagandizing, 
and everybody will learn more 
about the 4-H program. Many of 
those will volunteer services of 
one kind or another which will 
help to increase 4-H gains. 
“Ultimate results will be that 
fine boys and girls will remain 
interested in their communities, 
and provide the civic and voca- 
tional leadership necessary to 
keep them in step with the 
times. 


“The plan calls for neighborhood 
‘inspection’ to check club mem- 
bers’ eligibility for gate signs 
and make _ sure they have 
‘mopped up’ obstructions, have 
an acceptable gate or post to 
display the sign upon, and are 
properly enlisted in the 4-H 
‘army.’ 

“These requirements have been 
pledged by the State 4-H office 
which cautions that signs are not 
to be given out promiscuously. 
They are being provided by an 
arrangement with the National 
Committee on Boys and Girls 
Club Work.” 


Bank Started With 600 Signs 


“The story behind these signs,” 
says John F. Yarbrough IV, associ- 
ate agricultural editor of the Ala- 
bama Extension Service, “goes back 
to an idea fostered by G. H. Wright, 
executive vice president, First Na- 
tional Bank, Auburn, Alabama. Mr. 
Wright thought the sign program 
would be a good way for the Ala- 
bama Bankers Association to rec- 
ognize achievements in 4-H Club 
work. And to get the program off 





to a good start, his bank purchased 
600 signs which were presented to 
club members in Lee County. 

“But Mr. Wright didn’t stop 
there. Together, he and R. N. Cart- 
wright, key banker for Lee County, 
and Hanchey Logue, A. P. I. Exten- 
sion state 4-H Club leader, worked 
out a plan for expanding the pro- 
gram to a state-wide project. The 
plan was presented to the Alebama 
Bankers Association’s agricultural 
committee and was immediately 
approved. In most counties the 
local banks contribute equally to 
the sign program. 

“Bankers all over the state went 
to work on the program, and at 
present more than 21,000 signs have 
been placed in 58 counties, with 
more coming in each month. 

“State 4-H Leader Logue says 
the program is doing much toward 
increasing the fine work being done 
by boys and girls over the state. 

“But the best indication of how 
well the plan is working comes 
from the boys and girls themselves. 
Their pride in the signs is shown 
by the painstaking care they give 
them. In almost every case the 
sign has been placed on a white post 


9 





and planted in a place of prom- 
inence in front of the home.” 

In order to qualify for presenta- 
tion of a sign, the 4-H Club member 
is required to carry a creditable 
4-H Club project and to provide a 
neat environment for its display. 
This requirement may involve 
cleaning up the premises, making 


needed repairs, and any other 
measures which would improve 
their appearance, and _ extends 


throughout the period of member- 
ship of the boy and girl involved. 


Oregon Bankers In 21-Year Program 


Outstanding in the field of bank- 
ponsored 4-H Club work, particu- 
larly at the state level, is the state 
of Oregon. We quote as follows from 
a letter recently received from 
Elwain H. Greenwood, executive 
secretary of the Oregon Bankers 
Association: 
.... the bankers of this state, 
through the Agriculture and 
Forestry Committee, began tak- 
ing an interest in the 4-H Club 
and the Future Farmers of 
America, and for 21 years grad- 
ually increased the supporting 
program so that at the American 
Bankers Association’s Conven- 
tion in 1949, we received the 
first award of its kind in the 
form of a certificate from the 
Agricultural Commission of the 
ABA, citing our record of main- 
taining an outstanding agricul- 
tural program over a period of 
twenty consecutive years. 

“For some time the Oregon 
Bankers, through the Association 
office, and because of support of 
individual banks, groups of 
banks, etc., have been disbursing 
from $12,000 to $16,000 a year 
for the development of all phases 
of agriculture, including rural 
youth within the state. We be- 
lieve it is one of the finest proj- 
ects the banks are supporting. 

“As an illustration, on Janu- 
ary 26, our Agriculture and For- 
estry Committee met-with our 
Executive Council to give an 
accounting of their stewardship 
for the year 1950 and submit a 
budget for approval for 1951. 
The budget that was finally ap- 





An Opportunity 


proved for the current year, to- 
talling $5,143.00 reads as fol- 
lows: 

IN SUPPORT OF THE F. F. A. PROGRAM 


1. Chapter farm mechanic 


a eee eee $ 460.00 
2. Travel pay of the state 
executives (boys only) 800.00 
3. State farmer degree 
Sa 180.00 
4. Instructor's service keys 38.00 
Total . .$1,478.00 


IN SUPPORT OF THE 4-H CLUB PROGRAM 


. State style revue, 


Oregon State Fair . .$600.00 
2. Booth and contest at 
Pacific International 
Livestock Exhibition .... 400.00 
3. 4-H Club demonstration 
contests 740.00 
4. Subscriptions to 4-H 
rere ee ere 800.00 
5. Bankers’ Day at 4-H Sum- 
mer School (Enter- 
tainment) .... 550.00 
6. Boy and girl to be sent to 
1951 National 4-H Club 
Congress . 500.00 
7. Miscellaneous 75.00 $3,665.00 
Grand total $5,143.00 


Mr. Greenwood went on to say 
that individual banks and groups 
of banks were contributing sub- 
stantially of their time, money and 
effort in support of activities of 
these organizations. Banks were 
encouraged, he said, to make loans 
to members upon approval by lead- 
ers or instructors at a_ preferred 
rate, and no loss resulting from 
such a loan has ever been reported. 


The only sure way to double your money is to fold it and put it in your 


pocket. 


—NATIONAL 4-H NEWS 









From L. J. Allen, Oregon State 
4-H Club leader, we have obtained 
the information that the 4-H State 
Style Revue involved, at the loca] 
level, 6,000 contestants engaged in 
sewing projects with one winner in 
each of five classes emerging at the 
State Fair, the Grand Champion 
receiving a trip to the 4-H Con- 
gress. 

The State 4-H Demonstration 
Contest, for which the Association 
has appropriated $740 for the cur- 
rent year, contemplates payment 
to each member of the top placing 
teams representing each of the 
eleven demonstrational classes, a 
twenty-dollar scholarship to 4-H 
Summer School. The remaining 
$300 is used to defray costs. Since 
practically all clubs participate at 
the county level, it is felt that this 
contest reaches the entire enroll- 
ment of approximately 27,350 boys 
and girls in the state’s 3,567 4-H 
Clubs. 

The Association has for the past 
four years provided a subscription 
to the National 4-H Club News to 
each local leader in the state. 


The $550 appropriation for 
Bankers’ Day at 4-H Summer 
School will be used, as previously, 
to provide an evening’s entertain- 
ment for the 2,000 4-H Club mem- 
bers in attendance. Many bankers 
from all over the state attend. 


Individual Banks Support Program 


Mr. Allen supplemented Mr. 
Greenwood’s comments upon the 
additional support banks were giv- 
ing to club work by citing the 80 
scholarships to 4-H Club Summer 
School and 200 scholarships to 
County 4-H Camps, which were 
provided at the county and com- 
munity levels. He also stated that 
all 4-H Leadership pins for the 
state were provided by the United 
States National Bank and _ its 
branches and that the First Na- 
tional Bank and its branches pro- 
vide all 4-H Club member achieve- 
ment pins for the state. The bank- 
ers of the state were also lauded 
for helping members and clubs in 
countless other ways whenever 
the opportunity offered. 

For the general guidance of 
bankers wishing to expand their 
program of assistance to rural 
youth, we have a few suggestions 
taken from the results of a survey 
of county agents of the state of 
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YOUR BANK'S NAME 
IMPRINTED HERE 


Sell the Travellers Cheques that 


sell your bank to everyone who sees them! 


THESE TRAVELLERS CHEQUES have the name of your bank 
printed in the lower left hand corner —at no cost to you. 
It is an extra service of The First—typical of the many 
extras enjoyed by our customers and correspondents. 
You retain the entire commission when you sell Travellers 
Cheques of The First National Bank of Chicago: remitting 
to us only the face value of the cheques you sell. 


For these two reasons you increase your bank’s revenue 


and increase your bank’s prestige — both at the same time 
—when you sell these Travellers Cheques that sell your 
bank to everyone who sees them. 

Suggest them to your customers for both vacation and 
business use. They have provided protection for travel 
funds for more than 40 years, and can be spent anywhere 
in the world —just like cash. For details write our FOREIGN 
BANKING DEPARTMENT, 


The First National Bank of Chicago 


March, 1951 





Dearborn, Monroe and Clark Streets 


Building with Chicago since 1863 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Indiana, conducted by the Depart- 
ment of Agricultural Extension 
some years ago. In response to a 
request that they suggest projects 
in which banks would be most help- 
ful, the County Agents submitted 
the following: 


1. Sponsoring adult or 4-H proj- 
jects to promote a certain phase 
of the extension program in the 
county, i.e., sponsor crops or 
provement work, exhibit or 
prizes in projects, loan money 
to 4-H members for purebred 
livestock beef, dairy, or pig. 


2. Recognize 4-H Adult leaders; 
provide cash awards for 4-H 
projects. 


3. Recognize 4-H Junior leaders; 
provide achievement trips. 


4. 4-H Corn Club; dairy club; beef 
club; pig club. 


5. Purchase ‘‘The National 4-H 
Club News" for all Adult lead- 
ers in the county. 


6. Sponsoring educational trips or 
achievement awards. 


7. Sponsoring 4-H Club exhibit; 
sponsoring of a specific 4-H 
project; sponsoring corn shows, 
achievement programs, ban- 
quet; assuming leadership of 
some youth activity. 


8. Assist in sponsoring a crops 
show; giving special awards of 
achievements in any of the 4-H 
projects or giving pins to all 
competing club members. 


Asked “What word of warning or 
caution would you pass on to bank- 
ers or bankers associations?” they 
supplied the following: 


1. Don’t furnish money without in- 
terest. Help to make business- 
men out of farm boys. 


2. Do not give outright to 4-H Club 
members pigs, calves, etc. Make 
them earn their awards. 


3. Don't start too small. Do some- 
thing worth-while at the start. 


4. if awards are given, distribute 
to a large number of contest- 
ants rather than the top few. 


5. Farming today requires consid- 
erable capital and unless youth 
receives the necessary finan- 
cial help, more and more good 
boys will leave the farm and 
get started on work requiring 
less capital investment to start 
with. 
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6. Any worth-while project is 
worth continuing — indefinitely, 
and the bank should plan ac- 
cordingly. 


7. Be more interested in the suc- 
cess of business and agriculture 
in the community from a long- 
time standpoint. Be economic 
advisors; give practical advice. 


If the 4-H program appears to be 
getting relatively more attention 
from banks, bankers and banking 
publications than other character- 
building organizations, it is only 
because it functions to a consider- 
able extent along economic lines, 
with character-building built into 


its projects. The result is that its 
activities and programs very read- 
ily integrate themselves with those 
of banking. 

The same is true of its urban 
counterpart, Junior Achievement, 
Inc., which has much in common 
with 4-H, as is revealed in the let- 
ter from E. L. Van Buren, Director 
of Public Relations of Junior 
Achievement of Chicago, Inc., ap- 
pearing below. 

All character building is tremen- 
dously worth while and every effort 
in that direction is receiving its full 
share of support from the banking 





4-H And Junior Achievement 


The idea for Junior Achievement 
was conceived in 1919 by the late 
Horace Moses, head of the Strath- 
more Paper Company. He was most 
active in 4-H and a permanent 
4-H trophy still bears his name. 
Because most of his business and 
personal interests lay in the city, 
he began to get interested in es- 
tablishing a “learning by doing” 
program for city youth. As a re- 
sult, JA was set up to give the same 
kind of training and experience 
to city youth that 4-H did for rural 
youth. It was for many years a 
local program, confined to the New 
England States. 

Junior Achievement of Chicago, 
Inc., was established in 1940, and 
two years later, JA’s national ex- 
pansion commenced. There are at 
present 33 areas in which JA op- 


profession. The need was never 
greater. 
erates. There are a total of 55 


Business Centers, where the young 
people make their products, six of 
these being in the Chicago area. 
At present, more than 2,150 JA 
companies are in operation 
throughout the United States. Over 
30,000 young people belong to these 
companies. 


More than 6,450 business execu- 
tives serve as volunteer advisers, 
giving one evening a week of their 
time to counseling the miniature 
companies. More than _ 172,000 
Americans hold stock in various 
Junior Achievement companies. A 
total of 1,505 business and Indus- 
trial firms sponsor JA companies 
and many other organizations par- 
ticipate in the program in other 
ways.—E. L. Van Buren, Director 
of Public Relations, Junior 
Achievement of Chicago, Inc. 


A Bank's Threefold Responsibility 


1. Good Citizenship .. . 


To operate soundly, conservatively, profitably. 


To be at all times 


mindful of the best interests of its customers and the community it 
serves, and to be in the forefront of leadership in all those forces 


that make for community well-being. 


2. Good Services... 


A bank owes its very existence to the opportunity which its customers 


have given it to serve them. 


It is therefore a responsibility as well 


as a privilege of every bank to serve its customers as adequately 


and fully as possible, and in a manner to best express its full appreci- 


ation of the privilege of serving. 


3. Good Public Relations . . 


It is not only the privilege but the responsibility of banking to inter- 
pret its services and policies to the public so as to create a better 
understanding and a broader appreciation of banking as an essen- 


tial part of our everyday American way of life. 


As any service is 


better understood, it is more freely used, and benefit accrues both to 
him who serves and to him who is served.—Hugh J. Bernard, presi- 
dent, F.P.R.A. in November, 1950 Bulletin. 
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Banker Guy McDaniel (left) directs 


the decoration of the 150-pound 
pumpkin pie by Baker Louie Butler. 
At right is Purina Dealer Ruby Ables. 


... Symbol of Friendship between a Banker, a Purina Dealer 


and Turkey Growers of Prosperous Polk County, Missouri 


Approximately 100 farmers in the Polk County, Mo., 
area produce 150,000 turkeys annually, represent- 
sther ing about two million turkey dinners and a business 
ector | that brings upwards of a quarter-million dollars to 


snior the producers. 


Much of this business is the product of the cooperation 
of Guy Q. McDaniel, vice-president of the Polk County 
Bank, Bolivar, and Ruby Ables, Purina Dealer in 
Bolivar. As in many other areas in the United States, 
the cooperation of a banker and a Purina Dealer has 
meant added prosperity in the entire community. 


Since the mid-thirties, turkey growers in the area have 
been getting together annually for a business meeting 
topped off with a turkey dinner, complete with trim- 
mings. The meetings are sponsored by Dealer Ables. 


Last year, Banker McDaniel, one of the chief factors 
in the development of the large-scale turkey opera- 
tions in the area, donated the dessert—a 150-pound 
pumpkin pie. 

The 4-foot pie was the center of attraction at the meet- 
ing. It was also a symbol of the partnership that has 
brought community prosperity to Polk County, Mo. 


OPPORTUNITIES IN YOUR COMMUNITY 


There are new opportunities for community building in 
your town, too. Why not make it a point to talk over the 
livestock and poultry possibilities of your area with your 
Purina Dealer soon? 

If you do not have a Purina Dealer in your town now, 
find out about the Purina Franchise as an opportunity 
for young men in your community. Purina Chows for 
livestock and poultry and Purina Sanitation Products 
are distributed from 32 strategically located plants and 
carry the Checkerboard label, rural America’s best- 
known trade-mark. 


For more information on the Purina Franchise, write 
to Department C. 


3 oe rete: : RALSTON PURINA COMPANY 
a ibd > 5 a y *. : 1600 Checkerboard Square St. Louis 2, Missouri 
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The Missouri 


4-H Foundation 


By ROBERT S. CLOUGH 


State Club Agent for Missouri 


ISSOURI HAS ESTABLISHED a 

M 4-H Foundation. Nationally 

known men of wide experi- 

ence are pioneering the movement 

intended to further strengthen an 

already fine youth program in that 
state. 

The movement started in the 
State Extension Advisory Commit- 
tee, whose members are ever alert 
to the needs and interests of rural 
boys and girls and believe that 
many of these can be met through 
their youth organization, the 4-H 
Club. A small group of business- 
men, friends of the 4-H movement, 
took it up and voluntarily organized 
a Board of Trustees, took the legal 
steps necessary to incorporate, and 
followed through. The Missouri 
Foundation is now a going concern 
with an active Board of Trustees 
and an Advisory Committee. 

The chairman of the Board of 
Trustees is D. Howard Doane, 
founder of the Doane Agricultural 
Service of St. Louis, a member of 
the Agricultural task force on the 
Hoover Commission on government 
reorganization and more recently a 
member of a special committee to 
review the research work for U. S. 
Department of Agriculture. 


Undergirding Our Future 


Mr. Doane is tremendously in- 
terested in youth. He believes the 
4-H program is a very constructive 
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“This Foundation Has Caught The 
Keynote Of An American Ideal’’ 


one and that it contributes to char- 
acter building and good citizenship. 
He reminds us that “many time- 
honored institutions and organiza- 
tions are feeling the growing influ- 
ence. of red and pink infiltration. 
No accusing finger has ever been 
pointed at the 4-H Club movement. 
No movement in America is under- 
girding our future as surely and as 
securely as is the 4-H Club move- 
ment.” 


In this conviction Mr. Doane is 
ably supported by a fellow trustee, 
C. B. Denman who recently retired 
as Agricultural Relations Counsel 
of the National Association of Food 
Chains. Mr. Denman now lives on 
his farm near Farmington, Mo. He 
was a member of the Federal Farm 
Board when it was an active agency 
of the government. 


Other members of the Board of 
Trustees are J. Ed Rutter, a farmer 
in Shelby County and also head of 
the Kansas City Farm Appraisal 
Office of the Prudential Insurance 
Company of America; Jack Krey, 
president of the Krey Packing 
Company, St. Louis; John H. Rush, 
former County Extension Agent and 
now a partner in the Rush Live- 


stock Commission Company of 
Springfield; A. J. Renner, Scott 
County Milling Company, Sikeston; 
and Don K. Spalding, executive sec- 
retary of the St. Joseph Livestock 
Exchange. 


To Train And Reward Leaders 


The Advisory Committee is an 
expanding group that includes at 
the present time J. C. Penney, Ham- 
ilton, Mo.; John M. Collins, editor, 
Weekly K. C. Star, Kansas City, 
Mo.; Don C. McKee, president, Em- 
pire District Electric Company, 
Joplin, Mo.; Paul Stark, vice-presi- 
dent, Stark Nurseries, Louisiana, 
Mo.; Jay Dillingham, president, 
Kansas City Stockyards Company, 
Kansas City, Mo.; G. B. Thorne, 
vice-president, Wilson & Company, 
Chicago, Ill.; Scott Meyer, banker, 
Hannibal, Mo.; Clyde Harris, presi- 
dent, First National Bank, Cape 
Girardeau, Mo., Russell Wales, ex- 
ecutive vice-president, Tootle Lacy 
National Bank, St. Joseph, Mo.; 
John Sam Williamson, vice-presi- 
dent, Missouri Farm Bureau Fed- 


Miss Charljne Lindsay of the State Club Staff 
helps leaders with program planning. 
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A complete journal of new loans, 
payments and renewals. 


A ledger record showing total liabil- 
ity and as many classified liability 


A loan and discount method 
that puts 


money in the bank 
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Manifold tickets for notice, tickler and 
other memo purposes as required. 


balances as required. 


Fastest method yet. The complete set of records is 
posted in one high-speed operation. All records are in 
agreement... being collated and posted together. All 
are correct... being proven automatically by the 
machine. 

The operator gets more work done because this 
machine does more of the work. Foremost gives you 
100% light-touch electric operation from a single 
keyboard with 100% visibility of posting line at all 
times... plus automatic balance printing, automatic 
tabulation from column to column, and automatic 
direct subtraction from any column total or extended 
line balance. 

And the same machine may be used for other appli- 
cations such as trust, general ledger, payroll and mort- 
gage accounting. Thus, for smal! volume, one machine 


you save more... 
you gef more... 


with 
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OKEMOSL- 


may do several complete jobs. Or, for large volume, 
several machines could be used interchangeably to 
meet fluctuating workloads. 


Free demonstration. Call your nearest Remington 
Rand office, or write to Management Controls Refer- 
ence Library, Room 1722, 315 Fourth Avenue, New 
York 10, N. Y. 





the Ffemington. Fane accounting machine 
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eration, Columbia, Mo.; E. G. Cher- 
bonnier, Foundation for American 
Agriculture, St. Louis, Mo.; Judge 
O. H. Acom, Wardell, Mo.; and H. 
E. Klinefelter, Missouri Farmers 
Association, Columbia, Mo. 


For Basic Needs Of Program 


The purpose of the Foundation 
is to build up a fund for the further- 
ance of the 4-H program over and 
above what can be provided with 
public funds. And this does not 
mean the securing of funds for the 
paying of prizes. They are thinking 
of more basic things such as giving 
encouragement to the training of 
voluntary 4-H leaders. Mr. Doane 
says “the Foundation would like to 
aid in finding, training and reward- 
ing that great group of volunteer 
leaders, without whom there could 
be no 4-H clubs. While much has 
been done to recognize and reward 
the boys and girls in club work, 
little has been done for the volun- 
teer, unpaid leaders who unselfishly 
give of their time and energy as 
leaders and teachers.”’ 

Recently the Foundation handled 
the funds provided by the G. M. & 
O. Railroad for a Camp Conference 
for 4-H leaders from ‘counties 
served by this railroad in Missouri. 
The Trustees are endeavoring to 
find sponsors for similar confer- 
ences at eight designated training 
centers in the state. Ultimately it 
is hoped that all of the club leaders 
in the state will have an opportu- 
nity to attend such a conference. 

A little more about this G. M. & 
O. Camp may reflect more accur- 
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ately what the Trustees have in 
mind. Seventy-five leaders from ten 
counties assembled at Camp 2-C on 
the Lake of the Ozarks on Sunday 
afternoon, June 26. The program 
started with a tea and continued 
through Tuesday noon meal. Special 
attention was given in the program 
to methods such as program plan- 
ning, teaching by demonstration, 
training in parliamentary proced- 
ure, the technique of group discus- 
sion, and _ parental cooperation. 
Intermingled with the methods 
training periods were a lot of con- 
versation, a lot of fun, a boat ride 
on the Lake, some square dancing, 
some teaching of games to take back 
to their clubs, some horseshoe pitch- 
ing, a vesper service, exchange of 
“Bell Ringer” ideas that have 
worked, and the like. 


Prize Boys and Girls The Aim 


“But”, says someone, “I thought 
the idea in 4-H club work was to 
raise prize calves and pigs and to 
make prize dresses and cakes!” 
“Wrong!” say the people in Mis- 
souri, “we are trying to raise prize 
boys and girls with poise, useful 
abilities, good attitudes, initiative, 
self-reliance and all that sort of 
thing. Doing a good job with a 
calf, pig, dress or cake may prop- 
erly be a part of the overall 
program but it isn’t all of the pro- 
gram!” 

This’ broad concept of a well 
rounded program including proj- 
ects in agriculture and home mak- 
ing, activities in conversation, 
safety, grooming, courtesy, recrea- 
tion and health that provides op- 
portunity for the development of 
the whole boy and girl explains the 
reason for the interest in training 
leaders in the various techniques 
required to get the job done. 


A Few-Foundation Objectives 


1. Aid in finding, training and re- 
warding volunteer leaders. 


2. The development of camps for 
leader training conferences. 


3. The development of commun- 
ity centers providing meeting 
places and recreational facili- 
ties for agricultural youth. 


4. Increased opportunities for con- 
tacts with leadership in various 
phases of youth work. 












ROBERT S. CLOUGH 


Setting up meeting places in 
rural communities is another con- 
cern of these Trustees. Farm boys 
and girls have lots of work to do. 
When they have some time off, 
what do they do? Do they go hunt- 
ing or fishing or otherwise amuse 
themselves on the farm? Or does 
time off mean going to town? And 
if they go to town, what do they do 
for amusement? There is the pic- 
ture show, the pool hall, the night 
club where they can go and buy 
entertainment. Suppose they would 
prefer to go someplace in their own 
community, where would they go? 


Community Centers Needed 


The Trustees are very much con- 
cerned about developing com- 
munity centers wherever needed 
in the open country, village and 
small town. These centers should 
provide a place for community 
meetings, regular 4-H meetings, 
fairs, athletic meets, play nights 
and the like. If such a place pro- 
vided facilities for soft ball, cro- 
quet, horseshoes, badminton, shuf- 
fleboard and other games, it is quite 
likely that young people would 
gather there on Saturday after- 
noons, Sunday afternoons and holi- 
days and develop their own recrea- 
tion at a very low cost. 


This community center idea has 
great possibilities. Someone needs 
to spearhead the movement. 


The Trustees also have in mind 
bringing rural Missouri boys and 
girls in touch with some of the 
dynamic leadership in the various 
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Banker Jones has run out of sheep! 





There are not enough sheep in the pasture 

to put Banker Jones to sleep these 
nights! He's too busy wondering if he has 
enough insurance--to protect him in case 
some of his cash should mysteriously disappear, 
or a forged instrument is honored, or a 

yn- , 

holdup occurs on the premises. 





m- 
led Yes, Banker Jones is wasting time counting 
ind sheep. Instead, he should count the many 
ald protective features of Bankers Blanket 
ity Bond #24, which covers all these hazards and 
a : many more. BBB #24 is the strongest, 
BS, most inclusive form of protection now offered 
hts in Bankers Blanket Bonds. 
a Ask an Agent of Indemnity Insurance 
Company of North America to explain the 
uf- protection that BBB #24 gives you. Or see 
ute your own Broker. If you don't know an 
uld Indemaity Agent, write us, and we'll be 
er- glad to introduce you. 
li- 
ea- 
INSURANCE COMPANY OF 
“ ORTH AMERI 
eds 
COMPANIES, 1600 ARCH STREET 
ind Philade]phta 1, Fa. 
“ PROTECT WHAT YOU HAVE® 
e 


ous 
Insurance Company of North America * Indemnity Insurance Company of North America + Philadelphia Fire and Marine Insurance Company 
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phases of youth work. Club weeks, 
camps, training schools and the like 
offer many opportunities for such 
contacts. 


Members Will Contribute 


A Foundation isn’t very potent 
without funds. Where is the money 
coming from? The boys and girls 
themselves are going to raise some 
of it. A quota of $100 a county 
would not stagger many counties. 
There is a possibility of a little nest 
egg of $10,000 from this source. It 
is consistent for the young people to 
have a definite part in building up 
their Foundation. Any youth pro- 
gram that places youth only at the 
receiving end of the hopper is short 
sighted. They should be putting 
something into the hopper. 

Larger amounts will come from 
individuals, firms, associations and 
corporations. Many want to build 
their memorials into the lives of 
young people. These people are 
looking for a way to do this. Those 
who have confidence in the Land 
Grant College through its agricul- 
tural service being able to admin- 
ister a voluntary rural youth 
program in good citizenship may 
place funds at the disposal of the 
Foundation and allow its Board of 
Trustees to administer the same. 
Many who desire to remember rural 
young people in their wills may do 
so by willing money, bonds or prop- 
erty to the Foundation. 

Contributions may or may not be 
earmarked for a specific purpose. 
Funds may be in the form of a 
permanent endowment from which 
proceeds only may be used in lump 
sums or in annual installments. In 
any case, donors may be assured 
of the permanence of the Founda- 
tion because of its close ties with 
the Land Grant College. By the 
same token they may be assured of 
businesslike management and close 
adherence to high ideals for the 
generations to come. 


Cherish The American Way 


This Foundation has caught the 
keynote of an American ideal. 
America was established by a self- 
reliant resourceful people. It has 
been developed by men and women 
who have cherished the American 
way of life. They have demanded 
security from no one. They have 
had a feeling of security born of 
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a confidence in their ability to meet 
the situations as they arose whether 
created by war, the wilderness, eco- 
nomic reverses, social problems or 
what have you. 


Rural America is still profoundly 
concerned with maintaining sanity 
and balance in a world swept with 
isms and crackpot ideas. It wants 
to be independent, not dependent. 
It wants to be master of its own 
destiny. It wants to be free of regi- 
mentation and all of the other 
things that take from the dignity of 
the individual and add to the power 
of the state. 


Education For Life 


The 4-H youth movement is free 
from the blind, unquestioning de- 


votion to a cause when compared to 
the pre-war youth movement in 
Germany. It is, however, as truly 
geared to democratic ideals as the 
other was to totalitarian ideals. Its 
methods are as truly democratic as 
those of the other were autocratic, 
It is education for life, not educa- 
tion for death of body or soul or 
both. 

Those who have confidence ip 
the leadership of this movement 
will see in it a way to perpetuate 
the things that have made America 
great. 


@ Nothing will ever be attempted 
if all possible objections must be 
first overcome.—Dr. Johnson 


NATIONAL 4-H THRIFT PROGRAM 
9 Beli OS Sings ns 


The National 4-H Thrift Program, working with 2,000,000 boys and 
girls, encourages thrift and saving as a foundation for personal security, 
good citizenship, and national strength. Program sponsors are the 
Cooperative Extension Service of the U. S. Department of Agriculture 
and the State Colleges of Agriculture, the Agricultural Commission of 
the American Bankers Association, and the U. 8. Savings Bonds Division 
of the Treasury Department. Copies of the above poster are being dis- 


tributed to 84,000 4H clubs. 
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Instantly ACCEPTED ee6 


in over 1,800* Dining Cars 


® Wherever your customers travel, they rely on 
you as a banker for the best possible service. 
When you sell them American Express Travelers 
Cheques, you sell them the most acceptable 
cheques with the best possible service. 


American Express originated the Travelers 
Cheque in 1891. Through years of vigorous 
promotion and national advertising, these 
cheques have become the best known and by 
far the most widely accepted in the world. 


Instantly Recognized 
in a Million Places 


As a result, at a million places—service stations, 
restaurants, hotels; railroad, bus and air termi- 





“Many of our passengers carry 
American Express Travelers 
Cheques,” says Edward Wason, 
steward on the New York Central's 
crack Knickerbocker. ‘‘Of 
course, these cheques are instantly 
accepted in all our dining cars{** 


%y 


nals; shops and stores in the United States and 
all over the world—American Express Travelers 
Cheques are instantly recognized and accepted. 


They Command 
a World of Service 


In case of loss or theft, your customers can 
count on assistance at any of the 181 American 
Express offices in the United States and abroad 
or the cooperation of thousands of American 
Express correspondents everywhere. In time of 
need, a quick refund is given with the same 
degree of courtesy, the same spirit of friendliness 
your customers find at your bank. 


°Total number of dining cars in the United States — 1,802. Source: 


Association of American Railroads’ Statistical Summary, October, 1950. 


AMERICAN EXPRESS TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 
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Banking Is Still A Business 


“This guiding principle, the original, continuing and still valid 
basis for commercial banking, is simply that banking is still a busi- 
ness—an enterprise for making profits from services rendered." 


By F. BRIAN REUTER 


Vice President, Mellon National Bank and Trust Company, Pittsburgh, Pa. 


each person, whatever he has 

become accustomed to is nor- 
mal. It is probably this which ac- 
counts for the fact that the average 
individual approaches change with 
caution and alters his basic ideas 
gradually. It is difficult for us to 
understand fully how anything 
very different in the past could 
have appeared normal. We thereby 
lose the ability to look back with 
clarity on the past from which we 
can sometimes profit for the future. 
Many of us thus suffer from chron- 
ological astigmatism. 

As an integral part of American 
life, commercial banking has shared 
fully in American dynamics. Almost 
within the span of a business genera- 
tion we have seen such changes as 
the founding of the Federal Reserve 
System, The World War I period of 
national finance, the trying times of 
the early 1930's, the coming of de- 
posit insurance, and the financing of 
World War II. During all this time 
there was also the gradual intensifying 
of public regulation. 

Amid our preoccupations with such 
changes our perceptions of past nor- 
mals have been dulled as well as in 
some measure our ability properly to 
evaluate the past. I will also venture 
the thought that we are unduly in- 
fluenced by a kind of needless fatal- 
ism arising out of our relative sta- 
bility and our status as regulated 
service institutions. Other and more 
competitively unstable industries 
have perforce kept in mind one guid- 
ing principle, our own awareness of 
which must not become blurred. This 
guiding principle, the original, con- 
tinuing and still valid basis for com- 
mercial banking, is simply that bank- 
ing is still a business—an enterprise 
for making profits from services ren- 
dered. 


r IS, I BELIEVE, A TRUISM, that to 
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In an investment pamphlet which 
reached my desk some months ago 
there was a brief dissertation on bank 
investments which pointed out that 
fortunately a banker is able to make 
a reasonably accurate projection of 
operating costs and then went on to 
say “... after providing for sufficient 
liquidity, their (the bank’s) remain- 
ing investments can be adjusted to 
produce the income to cover operat- 
ing expenses as well as a reasonable 
excess for earnings on invested capi- 
tal.” The article continued, “. . . this 
procedure is followed in most insti- 
tutions as sound banking practice.” 
This touches on something which has 
been dear to my heart for years. 


The Dominant Motive 


About 24 years ago when I was 
working for a studious and able firm 
in the investment banking business, 
the salesmen were told by one of the 
elder statesmen of this concern an 
axiom which became so fixed in my 
mind that I can almost quote ver- 
batim the expression which he used. 
“Profit making is, of course, the 
dominant motive of the average 
banking institution, even if the best 
of them frequently subordinate 
earnings to the conscientious dis- 
charge of their responsibilities 
towards their depositors.” 


Banking Is Still A Business 

Many bankers are quite as alert, 
businesslike and profit-conscious as 
are men engaged in commerce and 


“Let us call the first half of 
my philosophy the calculated 
risk of the deposit level. 


The 
second half concerns the calcu- 


lated risk in actually investing 
funds.” 

































F. BRIAN REUTER 


industry but this aggressiveness, 
from my observation, appears to be 
confined to operations other than 
the investment portfolio. I some- 
times wonder whether years of con- 
trol, regulation and warnings under 
which those engaged in finance 
have operated, have not to some de- 
gree stuitified their outlook. While 
it is true that, in a measure, bank- 
ing is a service industry and un- 
doubtedly a most important industry 
from the point of view of the 
wellbeing of our economy as a 
whole, banking is still a business. 













































































Naturally, the term “profit mak- 
ing” does not, for a bank, mean 
purchasing investments in order to 
sell them at a profit but means ob- 
taining the highest flow of con- 
tinuous income possible after being 
thoroughly conversant with the 
structure of one’s own bank and the 
past and future possibilities of 
one’s own community and one’s 
own depositors. 







































































Total Bank Deposits Will Rise 











The size of the deposits and of the 
working assets of an _ individual 
bank are partly within its control 
and partly governed by the net ac- 
tions of the banking system as a 
whole, of business as a whole, and 
of the fiscal policies of the govern- 
ment. In what I have to say on this 
matter, I am forced to assume as 
a framework of individual bank 
policy that while every effort wil! 
be exerted to prevent a large further 
increase of deposits in the banking 
system, total bank deposits will in- 
evitably rise. In the obvious absence 
of a large government budget cash 
surplus, deposits cannot shrink 
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greatly. The deposit rise since 1941, 
however inflationary in origin, can- 
not be cancelled or significantly 
reduced, unless the government re- 
tires very large amounts of debt 
out of excess revenues,—an event- 
uality which the present interna- 
tional situation entirely rules out. 


Hence, within this expected 
framework of a stable deposit struc- 
ture in the nation, it is up to the 
individual profit-making bank to 
evaluate its particular circum- 
stances, since it can always lose 
deposits to, or gain them from, 
other and competing banks. 


Breakers Ahead 


This self-appraisal is not a diffi- 
cult task. Every bank has a past 
record of both its deposit and loan 
fluctuation over a long period of 
years. Such an analysis will reveal 
the relative stability of both de- 
mand and savings deposits and a 
careful appraisal of present factors 
should enable a banker to guess 
with fair accuracy, weighted on the 
conservative side, the future move- 
ment of these deposits. The as- 
sumption, of course, must be that 
it is unlikely that we will ever be 
able to level out the peaks and 
valleys in our economy and that at 
some future date the business pic- 
ture will change for the worse. It 


must also be remembered that in 
the past our private banking system 
has suffered the full impact of the 
stresses and strains which an un- 
balanced economy always produces. 
It might be wise to be old-fashioned 
enough to fear that history will in 
some measure repeat itself. 


The ‘Hard Core’’ Of Deposits 


Thus, the first approach to a 
continuity of really satisfactory in- 
come is to estimate what I call the 
“hard core” money of a banking 
institution — generally speaking, 
predominantly savings deposits. 
This is the expectable proportion 
of the deposits of a particular bank 
vis-a-vis its city, district and the 
country as a whole, which the bank, 
in the main, can depend upon re- 
taining. This amount, it is submitted, 
may properly be kept continually 
invested in the highest grade se- 
curities without too much regard 
for their maturity, assuming that 
the spread between short and long 
yields constitutes a sufficient incen- 
tive to lengthen, — a condition 
which prevails at this time. The ebb 
and flow of deposits above this 
“hard core” will fluctuate with 
changes in our economy and should 
provide amply to meet all ordinary 
commercial loan demand. 

The most useful application of this 
philosophy is to imagine your insti- 


A Few Salient Points 


tution as consisting of three banks— 
a bank of demand deposits, a savings 
bank and a bank or, if you will, an 
investment trust consisting of the 
capital funds,—the stockholders’ 
direct share in the business. Against 
each of these three banks, and based 
upon your own informed appraisal 
of the relative volatility of the lia- 
bilities in each, there would be 
allocated an appropriate “strip” of 
cash and assets, in quality, market- 
ability, maturity and yield suited to 
the expected fluctuations in each 
“bank.” 


The more stable the class of de- 
posits, the longer and higher-yield- 
ing may properly be the investments 
allocated thereagainst—with due 
regard always to providing a con- 
servative margin of safety, but most 
definitely, without making a fetish 
of “shortness for shortness’ sake.” 
Such procedure, incidentally, also 
provides a most useful yardstick of 
the profitability of your demand, 
time and savings deposits, in terms 
of the average rate of interest re- 
ceived on assets allocated to each, 
and the interest paid on savings 
deposits. 


Space is not available nor is it 
appropriate in this article to enlarge 
upon the ramifications of such a 
procedure, since the detailed appli- 
cation must necessarily be a highly 
individual matter for each institu- 


‘Naturally, the term ‘profit making’ does not, for a se 
bank, mean puchasing investments in order to sell them 
at a profit, but means obtaining the highest flow of con- 
tinuous income possible after being thoroughly conver- 
sant with the structure of one’s own bank and the past 
and future possibilities of one’s community and one’s own 
depositors. 


* Ihave the feeling that a large number of banks 
outside the metropolitan areas do not, from the invest- 
ment viewpoint, avail themselves sufficiently of the advice 
and counsel of their good friends in the city with whom 


they maintain balances. These banks, | am sure, will 
make the most of any opportunity afforded them to 
demonstrate their complete willingness to render this 


iis ‘ service. 
* * * Hence, within this expected framework of a 


stable deposit structure in the nation, it is up to the indi- es 
vidual profit-making bank to evaluate its particular cir- 
cumstances, since it can always lose deposits to, or gain 
them from, other and competing banks. 


* A man or an institution may ride a period of 
rising business conditions for almost a decade for wholly 
inadequate reasons and secure good results on second 
grade risks. Such good results, however, become woeful 
errors of judgment when ‘the moving wheel”’ turns, the 
cycle reverses and the true inadequacy of investment 
knowledge and philosophy and also watchfulness is re- 
vealed. 


* * * The most useful application of this philosophy 
is to imagine your institution as consisting of three banks 
—a bank of demand deposits, a savings bank and a 
bank, or, if you will, an investment trust consisting of the 
capital funds,—the stockholders’ share in the business. 


eS 


* It is important to keep constantly in mind the 
fact that if the intrinsics of a bond are essentially sound, 
and the structure of the investment portfolio is carefully 
devised within the limits of the bank's capital funds, the 
quoted value of that bond should be a matter of relatively 
little concern between the time it is purchased and the 


* * * The more stable the class of deposits, the 
longer and higher-yielding may properly be the invest- 
ments allocated thereagainst—with due regard always 
to providing a conservative margin of safety, but most 
definitely, without making a festish of ‘shortness for 


shortness’ sake.’ 
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day when it matures."’ 
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Balance Sheet 


ADMITTED ASSETS *December 31, 


1950 





$ 38,777,419.93 
108,301,862.62 
175,820,027.95 


Cash in Office, Banks and Trust Companies 
United States Government Bonds. . 
Other Bonds and Stocks . . . . 
Investment in The Home 

Indemnity Company. . . .. . 
Real Estate. . . a 
Agents’ Balances or Uncollected 

Premiums, Less Than 90 Days Due 
Other Admitted Assets . 


Total Admitted Assets. . . 


6,878,161.00 
5,293,635.24 


19,766,198.65 
3.320.264.23 
58,157,569.62 





LIABILITIES 


Reserve for Unearned Premiums . 
Reserve for Losses and Loss Expenses 
Reserve for Taxes 
Liabilities under Contracts with 

War Shipping Administration . . 
Reinsurance Reserves . Sse, 
Dividends Declared . 
Other Liabilities . . 


Total Liabilities Sess Capital . 


a © eee ee es 
Surplus ... ee oe 


Surplus as Reguds Policyholders 
TO 6 6 ee SE wD ee 


$153,821,812.00 
40,775,253.00 
8,750,000.00 


1,218,246.31 
1,334,793.53 
3,598,708.50 
5,417,599.74 


$214.916,413.08 
$ 20,000,000.00 

123,241,156.54 
$143,241,156.54 
$358,157,569.62 





*NOTES: Bonds carried at $5,799,756.96 Amortized Value and Cash $80,000.00 
in the above balance sheet are deposited as required by law. All securities 
have been valued in accordance with the requirements of the National 
Association of Insurance Commissioners. Assets and Liabilities in Canada 
have been adjusted to the basis of the free rate of exchange. Based on 
December 31, 1950 market quotations for all bonds and stocks owned, the 
Total Admitted Assets would be $357,620,695.62 and the Surplus as Regards 
Policyholders would be $142,704,282.54. 
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Every policy of The Home Insurance Company is a deeply 
personal document. 


Each provides a shield of protection for some person’s cher- 
ished possessions—perhaps your home, or car, or business. 
And each bears the mark of some Home Insurance representa- 
tive’s interest and efforts in behalf of the policyholder. In 
nearly every community from coast to coast, these members 
of the Home “family” are bringing protection to their clients 
and neighbors in an efficient, friendly way. And when and if 


fire or other adversity occurs, you'll find that this is a friend- 
ship of deeds—not words. Then your Home man carries out 
the promise of your policy—sees to it that you get fast and 
effective help. 

This sincere, human approach to your insurance needs has 
given The Home the neighborly characteristics for which it is 
known. It has made of it a company which not only serves 
your community but is a part of it—a company of people 
rather than statistics. 

The Home, in its truest sense, is the man who lives in your 
town and serves you—your Home representative and his com- 
panions in communities throughout the country. The accom- 
panying figures are a report of their work for you and your 
neighbors in the year 1950. 


Sincerely, 


Elian lla 


PRESIDENT 


Directors 


Cuartes A. Lovucun 
Vice President & 
General Counsel 


Lewis L. Crange 
Banker 


*Wutam L. DsBost 
Chairman, 
Union Dime 
Savings Bank 


Henry C. Brune 
President, 
Empire Trust Company 


Ivan Escort 
Vice President 


Harstn K. Park 
President, 
First National Bank 


Pancy C. Mapztra, Jn. of Columbus, Ga. 


President, 
Land Title Bank & 
Trust Co. 


Gronce McAneny 
Trustee, 
Title Guarantee & 
Trust Company 


Boyxin C. Waicat 
Lawyer 


Leroy A. Lincotn 
President, 
Metropolitan Life 
Insurance Company 


Fant G. Harrison 
Lawyer 


Harotp V. Smita 
President 


Cramrton McDowert Davis 
President, 
Atlantic Coast Line 
Railroad Co. 


Freverick B. Apams 
Chairman of 
Executive Committee, 
Atlantic Coast Line 
Railroad Co. 


Rosert W. Dowzine 
President, 
City Investing Co. 


Tuomas J. Ross 
Senior Partner, 

Ivy Lee and T. J. Ross 
Warren S. Jonnson 
President, 
Peoples Savings 
Bank & Trust Co. of 
Wilmington, N. C 


Henry C. Von Erm 
President, 
Manufacturers Trust 
Company 
Grorce Gunpo 
President, 
Cleveland Trust Co. 


Harotp H. Herm 
President, 
Chemical Bank & 
Trust Co. 


Joun M. Franxun 
President, 
United States Lines Co. 


Rocer W. Basson 
Chairman of Board, 
Babson’s Reports, Inc. 

Lou R. Cranparr 

President, 
George A. Fuller Co. 


Rosert B. Meyen 
The Cord Meyer Company 


*Deceased January 18, 195] 
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Susurence Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE * AUTOMOBILE + MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 





tion. I leave the subject merely 
with the note that the most suc- 
cessful and long record of mutual 
savings banks renders the composi- 
tion of their portfolios quite useful 
as a yardstick in establishing the 
nature of the strip of assets allo- 
cated against savings deposits. The 
longest and highest-yielding invest- 
ments will naturally go against cap- 
ital funds, and the over-all excess 
or deficiency of liquidity may then 
be measured by what is left for 
demand deposits, in the light of the 
latter’s expectable volatility. 


Interest Rates Unpredictable 


I have made no mention of the 
future of interest rates on the high- 
est grade long term investments. An 
appraisal of one’s own capital funds 
position, the past record of one’s own 
deposit and loan fluctuation and the 
relatively easy task of assaying 
one’s own community and deposi- 
tors, is a factual study compared 
with some of the crystal gazing 
which has to be resorted to in de- 
termining the long term interest 
rate level over the next ten or 
fifteen years. Some proof of this has 
been very evident during the past 
twelve or thirteen years when many 
have blown hot and then cold on 
the subject of long term bonds with 
a consequent loss of income. Suc- 
cessful banking, and money making 
is part of successful banking, surely 
must not be too dependent upon the 
uncertain future course of interest 
rates. In my opinion, it is a matter 
which can be profitably relegated 
to the background by the average 
banker. 


In England where I received my 
earliest financial training, there was 
considerably greater emphasis up- 
on the securing of income than in 
the making of capital gains. This is 
obviously not a plea for the slightest 
relaxing of quality standards, but 
nevertheless represents. an invest- 
ment philosophy of a sort which 
provides probably a better basis for 
judgment than would be provided 
bv the relatively unpredictable 
changes in interest rates. 

Let us call the first half of my 
philosophy the calculated risk of 
the deposit level. The second half 
concerns the calculated risk in ac- 
tually investing funds. 


Bank investing is not what it 
used to be and many rule-of-thumb 
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bank investment views, yardsticks 
of measurement and_ standards, 
which functioned successfully in the 
past are now regarded as obsolete 
by sophisticated investors and the 
closest students of good investment 
values. Other changes such as 
abandonment of the pre-war gold 
standard with its automatic influ- 
ences on the international gold flow 
which impinged on the level of 
business, commodity prices and in- 
terest rates have had their influ- 
ences. Government debt was once 
a fraction of what it is now, banks 
were often indebted to the reserve 
banks as a normal matter with eli- 
gible paper available. The ratio of 
loans to deposits was much higher 
than now. Central bank credit man- 
agement was relatively crude in its 
operations, largely through the op- 
eration of the rediscount rate. All 
this is dead and appears to be per- 
manently so. 


Knowledge Increasingly Important 


While all that is changed, the need 
for bank investment remains. The 
long term downward trend of loans 
of a century of banking appears to 
signify that commercial banks will 
continue to be substantial investors 
at all times as well as lending in- 
stitutions and while the need for 
bank investment continues, with the 
rules of the game changed, we need 





more than ever before to have a 
professional knowledge of those 
facts which govern our investing 
operations. 


Facts Should Govern Policy 


Intelligent bank investment, 
then, should utilize the wealth of 
available facts if it is to be success- 
ful. It must not be supposed that 
Federal policy and attitude towards 
our making or withholding loans, 
or examining agencies’ comments 
on the length of a bank’s bond port- 
folio, will relieve the banker of his 
responsibility. By the same token, 
it should not be permitted to stulti- 
fy the formulation of a bond invest- 
ment policy in accord with a factual 
study of his own bank and his own 
community. 


I think no one will deny the im- 
portance of the research and statis- 
tical aspect in our work. Where to 
obtain the facts is another matter 
but that, too, has changed measur- 
ably in the past 25 years. As far 
as statistics, fieldwork and the fol- 
lowing of details and ramifications 
of investments are concerned, our 
investment banking houses today 
appear to me to be more efficient 
and sophisticated than they were 
a few years ago. The Govern- 
ment issues much more useful sta- 
tistics than formerly, and there are 
skilled services available which in- 
terpret the political and economic 
background purely from the in- 
vestor’s viewpoint. Some _institu- 
tions of higher learning are well 
known in Wall Street for their ex- 
positions of investment facts and 
logic. The larger commercial banks 
are, for obvious reasons, able to de- 
vote more time and money not only 
to the actual study of investments 
but to all the facts pertaining to 
bank portfolio investment than are 
smaller commercial banks. How- 
ever, these smaller banks have di- 
rect access to the mass of informa- 
tion developed by investment 
houses and the larger banks for 
their own guidance. Moreover, they 
pay commissions to dealers and 
should use them. These dealers 
will be genuinely glad to share 
their information and opinions, and 
if they have no opinion or do not 
have sufficient facts to enable them 
to formulate one, they will very 
frankly say so. 


I have the feeling that a large 
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number of banks outside the metro- 
politan areas do not, from the in- 
vestment viewpoint, avail them- 
selves sufficiently of the advice and 
counsel of their good friends in the 
city with whom they maintain bal- 
ances. These banks, I am sure, will 
make the most of any opportunity 
afforded them to demonstrate their 
complete willingness to render this 
service. 


Study Essential 

In many banks, investing is per- 
force a part-time function and my 
observation—and I believe I am 
correct in this—is that a large num- 
ber of banks have not yet quite 
grasped the importance of the in- 
vestment portfolio in its relation 
to income. If a man is good enough 
to hold down a responsible posi- 
tion in a bank, he is intelligent 
enough to acquire the facts and the 
knowledge upon which to base re- 
sponsible investment judgment— 
if the bank will give him the time 
to devote to this study. If a man’s 
background in such matters is de- 
ficient, there is an abundance of 
sound and conservative texts and 
training courses, both inside and 
outside of the commercial banking 
system, where that background can 
be acquired. 

In my not too humble opinion, 
it is money well spent—and tax 
deductible in the bargain—to train 
an investment man in every bank, 
whether full or part-time. It may be 
that in some cases a bank would 
have to take a somewhat long term 
viewpoint on this, such as training 
a younger employee for such work 
in which case he could be absent 
from the bank in order to go to such 
places where he would acquire in- 
vestment knowledge. For example, 
the bank without a statistical de- 
partment cannot teach an employee 
practical statistics. I feel certain 
that there are many correspondent 
banks and large and well equipped 
investment houses who would be 
only too glad to give any such bank 
employee an intensive course of 
training, with subsequent re- 
fresher’? courses. 


Sound Judgment Or Luck? 

Now, having this machinery set 
up and in use, how can we judge 
investment results? The limitations 
on doing so are obvious. Hindsight 
being what it is, it is somewhat, but 


(Continued on page 37) 
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Always out 


... when you need one! 


@ Mr. Dodd is doggone disgusted. 

The Home Office wired that the new 
price lists must go out tonight—and 
there isn’t enough postage in the office 
to cover the list! So instead of stopping 
at the mailbox, Mr. D. or his secretary 
will have to trek down to the postoffice 
in the rain, for stamps ... Such 
occasions try men’s souls—and make 
enthusiastic users for the DM. 


@ The DM is the newest and smallest 


postage meter... little larger than 

a desk phone. But it prints postage, 
any amount needed, for any kind of 
mail, directly on the envelope, with a 


= PITNEY-BOWES 


Postage 
~ Meter 


World’s leading makers of 
mailing machines . . . offices in 


93 cities in the U. S.and Canada 


dated postmark. And a small 
advertisement, if you like. 

Has a built-in sealer for moistening 
envelope flaps. Even handles parcel post. 
@ The convenience of always having 
the right postage available . . . the 
efficiency of metered mailing—has sold 
thousands of small businesses, 
including banks, last year. 





















@ There’s a postage meter model, 
large or small, for every bank. 
Ask any Pitney-Bowes office 
... or send the coupon! 





PitrNeEyY-BowEs, Inc. 

3864 Pacific St., Stamford, Conn. 
Please send for free booklet on the DM. 
Name ins 

Firm 


Address __ 


nor too little planning for an atomic attack, the 

Research Institute of America has advised its 
members in a 25-page memorandum, “Your Business 
and the A-Bomb.” While pointing out that the com- 
pany’s time, and the defense effort can both be better 
served by concentrating on business instead of over- 
elaborate preparation, the Research Institute of 
America warns that too little planning can be fatal. 


[ ee too BUSINESS SHOULD Do neither too much 


“Even if war erupted and Russia subjected this 
country to an atomic attack, the chances of damage 
to any particular firm are slight. But the problems 
that would arise are so enormous if a bomb did hit 
that no alert management can afford to ignore the 
implications. It must think in terms of possible dam- 
age to its own property or to that of its suppliers and 
customers. Above all it must plan in terms of ade- 
quate protection for its staff and workforce. 


“Your best course is to understand thoroughly just 
what you face; next determine your vulnerability; 
then appraise what rights the government will give 
you and what duties you will owe the government, 
and finally to proceed with those concrete measures 
which seem most necessary to protect your interests 
in view of your vulnerability, rights and obligations.” 


Combination of factors 


Whether a company is vulnerable and if so, to what 
degree, depends on a combination of four factors: lo- 
cation; neighboring industries and facilities; type of 
construction, and the company’s dependence on utili- 
ties that are likely A-bomb targets. “Even if you are 
in a safe location and many miles from the scene of 
a blast,” the Research Institute asserts, “you are vul- 
nerable in a very real sense if you depend on a single 
railroad or source of power that may become an enemy 
target. If you fall into this category, start planning 
now on alternate sources of power, alternate methods 
of getting the materials you need and alternate trans- 
portation facilities to deliver your products, etc.” 


Legal relief 


Much of the emphasis in “Your Business and the 
A-Bomb” is on emergency legislation designed to help 
the victims of enemy action. Even companies outside 
the danger zones will be vitally affected by Washing- 
ton action, according to the report, since “their sup- 
pliers or customers may be hit and thereby relieved 
of many legal obligations.” 


cp it Sie 
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YOUR BUSINESS and the A-BOMB 


According to the Research Institute, Washington's 
legislative relief which would be retroactive if a sur- 
prise raid occurred, would probably follow the pattern 
developed in Britain during World War II. The main 
points of the program, according to the Institute, 
would include: 


1. Legal relief for debtors: Contracts, leases, mort- 
gages, etc. would remain valid but enforce- 
ment of rights under these obligations would 
be suspended for the duration where the 
debtor could show hardship caused by the 
war or where the hardship arose after the 
deal was made. Relief would probably not 
be given, however, on any judgment for re- 
covery of damages for tort or for recovery 
of costs, or on any recovery based on the 
debtor’s failure to comply with a specific 
statutory law. 


2. Aid on informal adjustments: Machinery will prob- 
ably be developed for lubricating compro- 
mises and informal adjustments where busi- 
ness deals fall through as a direct result 
of the war. 

3. Where evacuation is ordered moratoriums would 
probably be provided on all contractual ob- 
ligations. Rents would be suspended as long 
as the evacuation order remained in effect as 
would charges for gas, electricity, water and 
telephone and all payments under installment 
plans where the company ceased to do busi- 
ness in an area because of evacuation order. 

4. War damage insurance covering all damage to 
property resulting from enemy action and 


**YOUR BUSINESS AND THE A-BOMB” is one of a series of reports covering the present emergency prepared 
by the Research Institute of America for its membership of over 30,000 business firms and their executives. 
The reports are prepared under the supervision of the Institute's executive secretary ‘and editor-in-chief, Leo 
Cherne. Areas of research covered by the Institute include national and international developments as they 
affect business and the individual citizen; production; distribution; labor relations and human engineering. 
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involving damage incurred in repelling ene- 
my action as well as from bombing. 


5. Protection of buildings, fixed property, goods and 
equipment with free compensation for furni- 
ture, clothing and personal effects damaged 
in enemy action. (Since free compensation 
for personal property would probably be 
limited to a specified amount for any one 
article, the Research Institute advises its 
members to “sift out your more valuable 
personal possessions and work up an in- 
surance scheme that could cover these sep- 
arately.”) 

6. Protection for workers: Free medical care for vic- 
tims, allowances for workers whose injuries 
prevent their carrying on their work and 
government-financed leaves of absence for 
workers whose health is undermined by 
enemy action are “a sure bet,” the Institute 
says. 


Protecting business position 


While pointing out that Civil Defense and emer- 
gency legislation will help protect a company against 
hardships resulting from an unexpected A-bomb at- 
tack, the Research Institute in its report strongly 
urges its members to safeguard their positions by: 


1. Inserting a war clause in every contract offering 
protection against non-performance in case 
of damage. (Government protection only 
suspends contractual obligations, the Insti- 
tute points out.) 

. Including a protective clause in labor contracts 
where a company is normally called upon 
to provide minimum work for minimum 
wages. 

. Lining up alternate sources of supply for materials, 
as well as alternative office and production 
facilities. 

. Planning alternate facilities for getting supplies 
and delivering product. 

5. Safeguarding records. “This is the first and easiest 
concrete precaution to be taken,” the report 
states. “It will pay off even if there is no 
attack by giving you better protection against 
ordinary peacetime hazards like fire.” 


Immediate job and skill inventories 


“Under bombing conditions, operations will be only 
as effective as the people who run them. Only 
advance planning can give you the kind of ‘substi- 
tutes’ bench’ that you will need to keep output roll- 
ing,” the Institute says in urging business to take 
immediate inventories of jobs and skills. Job inven- 
tories should be designed to answer such questions 
as what jobs can be dispensed with if absolutely 
necessary; and where could work be doubled up—or 
farmed out. Skill inventories for each employee 
should include length of time on job with company; 
experience on same job at other companies; length 
of experience on other jobs in company or before 
hiring; apprenticeship or other formal job training 
in or out of company; accident record, and potential 
qualifications, like leadership. 
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Management understudies 


Even in peacetime, the Institute points out, loss of 
owner, president or other key executive has been 
known to deal a lethal blow to a business. In crisis 
the quality of leadership under which a firm will have 
to pick up the pieces may determine survival or col- 
lapse. “Survey your management people now from 
front-line supervisor to president. Make sure that 
every executive has an understudy. The man on the 
job should (a) train someone who could take over his 
position; (b) learn the job above him. Such a con- 
tinuing program of executive development is always 
sound management policy. It takes a high-priced hunt 
to locate those hard-to-find management men at 
any time. It’s always cheaper and more efficient to 
fill management vacancies from within. In a crisis, 
it’s the only way you will have.” 


Check union contract 


In most cases the Institute believes management 
will be able to work out an arrangement with the 
union to cover bombings but to be on the safe side, 
any necessary clause should be inserted in the union 
contract at the first opportunity. It might even be 
wise, the Institute believes, to take the extra precau- 
tion of adding a “war clause” in addition to any 
listing of “circumstances beyond the company’s con- 
trol.” 


First things first 


Other points in the Research Institute’s report, 
“Your Business and the A-Bomb” cover: what to do 
after a bombing (“Make sure that each worker has 
something to do and knows what to do in the days 
or weeks immediately following a blast); the com- 
pany’s community role (“The problems are simply 
too big to ‘go it alone’.”) and developing a program 
on plant and equipment. 


“In this last respect,” the report says, “your guid- 
ing rule should be first things first. This seems ob- 
vious, but there are many instances in Japanese, 
British and German industry where needless effort 
was put into shielding equipment which could be 
easily replaced or machinery which was unessential 
or unlikely to be damaged. Your first step should be 
a careful survey of your facilities. On the basis of 
this survey, build a list of the most important things 
to be protected. Base your selection on the following 
five considerations listed in order of importance. 


1....Is the equipment essential to your damage con- 
trol program? 
.Is it essential to your operations? Would your 
whole business operation grind to a halt if 
damage occurred here? 


. Will replacement be difficult? (It may not be 
necessary to take special precautions on even 
essential items if replacements can be quickly 
located.) 

.Is the equipment expensive? This consideration 
may call for special protection even if the ele- 
ment of essentiality is not present. 


.Is it highly destructible? 





It’s been proved in thousands of banks... 


Ledger Fosting is an 
unnecessary 
expense 





You’re losing dollars every day if your 
bookkeepers are duplicating each other’s 
efforts—if they’re posting to statement and 


ledger both. 


Such duplication is not only expensive .. . 
but also completely unnecessary—ask any one 
of the thousands of banks who have changed to 


the simple Recordak Single Posting System. 


There’s only one record to post...there’s only one posting a day 


@ With the Recordak Single Posting Sys- 
tem, your bookkeepers handle all items in 
a single run .. . posting only to a statement, 
which serves as your ledger during the , 
month. Then it is microfilmed (for | 
the bank’s continuous record) .. . 

and sent out with the customer’s 
checks, which were photographed 


when paid. 


Now ... see how this simplified op- 
eration cuts your bookkeeping costs: 


1 Your bookkeepers are able to handle many 
more accounts . . . with less fatigue, with 


greater accuracy. 
2 Your bookkeeping machine requirements are 
greatly reduced —as much as 40%. Which 


means, too, that you'll be able to reclaim 
valuable floor space. 


3 Your stationery costs are cut in half 

—no more ledger forms to order. 
In addition, you get unparalleled pro- 
tection...save up to 99% in filing space. 


Your Recordak microfilm copies are a 

photographically accurate and com- 

plete record of all checks and state- 

ments handled by your bank. A 

record that can’t be tampered with 

or altered without detection . . . 

that can be filed, or vault-stored if 

J you wish, in less than 2% of the space 

bulky paper originals require. All of which 

protects you against loss, carelessness and 

fraud—as never before. And promotes de- 
positor good will, besides. 

Get full facts on Recordak Single Posting— 
the standard bookkeeping system in thousands 
of banks; also details on Recordak’s line of 
microfilmers—now offered on an attractive 
purchase or rental basis. Write 
today for a free copy of “IN Bank 
Arrer Bank Arrer Bank.” Rec- 
ordak Corporation (Subsid- 
tary of Eastman Kodak Com- 
pany) , 444 Madison Avenue, 

New York 22, N.Y. 


 ©*PRecordak” is a trade-mark 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming— 
and its application to banking systems 





(Answers on page 38) 


Circle the letter T if you believe the question is true, the F if false. 


How much money is in circulation in the United * 


States? 
a. $16,000,000,000 
b. $27,500,000,000 
c. $14,100,000,000 


This country’s public debt is 
a. $257,000,000,000 
b. $342,500,000,000 
c. $198,350,000,000 


Why is the cost for transactions in the savings 
department greater per item handled than in 
other departments? 


4 | What are the two main types of savings banks 
in the United States? 


What is the maximum loan value of any stock? 


fa In what year was the coinage of gold discontin- 
ued in this country? 
a. 1923 
b. 1929 
ce. 1934 


$10 gold pieces were called 
a. half eagles 
b. eagles 
c. double eagles 


What are the colors of the serial numbers and 
seals on 

a. Federal Reserve Notes 

b. United States Notes 

c. Silver Certificates 


The routing symbol assigned to a bank 
a. is placed immediately below the A. B. A. 
transit number so that together they ap- 
pear in fractional form. 
b. is placed immediately above the A. B. A. 
transit number so that together they ap- 
pear in fractional form. 


If a man turned over to a bank a certain amount 

of stocks, bonds, money, etc. to be managed by 
the bank for the benefit of the man’s son under a t 
agreement, which of the following terms would app 
to the (a) bank (1) Beneficiary 


(b) customer (2) Trustor 


(c) his son (3) Trustee 


Can you match them? 


Will a bank accept the endorsement on a check 
when made by an “X”’ if the payee is unable to 
write? 


What is the advantage of carrying an account 
in joint tenancy between husband and wife? 


What is the difference between an open end 
mortgage bond and a closed end mortgage bond? 


Income bonds pay a specified rate of interest 
regardless of whether they earn it or not. T. F. 


What is the difference between a “Right” and a 
“Warrant.” 


An “Equipment Trust Certificate” is an obliga- 
tion secured by a lien on equipment and rolling 
stock of a railroad. T. F. 


Convertible bonds are exchangeable only for 
common stock. T. F. 


All stockholders receive proxies regardless of 
whether they hold voting or non-voting stock. 
a 


A preferred stock never pays more than a stipu- 
lated dividend rate. T. F. 


, 


What is the difference between “Conversion” 


and “Redemption” of a bond? 
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Today many banks use permanent signs 
like this to help build good public relations 


able to 


AND ANOTHER WAY: 
PUT YOUR CUSTOMERS’ CHECKS ON 


The best known name in paper” 


Your depositors know and respect Hammermill feathering or scratching. And it affords true 
papers. And—they respect your judgment when protection against alteration. 
you supply them checks on Hammermill Safety. So that you may know this fine check paper 
It is a part of the service that makes them say: better, we invite you to mail the coupon for a 
obliga- “‘Here is a bank that I like to do business with.” sample book showing Hammermill Safety in a 
rolling Hammermill Safety has clean printability and variety of colors and three pleasing backgrounds. 
a distinctive surface pattern that gives checks a__It’s free, and there is, of course, 
look of importance. It takes pen writing without no obligation. 


interest 
t. Te 


’ anda 


GIVE YOUR CHECKS THE ADVANTAGES OF “THE BEST KNOWN NAME IN PAPER” 


Hammermill Paper Company 
1505 East Lake Road, Erie 6, Pennsylvania 


Please send me—FREE—a sample book showing 
HAMMERMILL SAFETY. 


a ————— 
(Please attach to, or write on, your bank letterhead.) gm-mMar. 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA.. FOUNDED 1898 
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Why Close Your Books At December 312 


This article has been made available to us by the Natural Business 
Year Committee of the Illinois Society of Certified Public Ac- 


countants. 


It is presented to our readers with the thought that 


many of them will find it desirable to bring it to the attention of 
customers whose business year is poorly fitted to the calendar 
year for accounting purposes, but have done nothing about it. 


By A Company President 


AVE YOU EVER BEEN ASKED an 
FH embarrassing question? Well, 

I have! A few years ago when 
our new director asked why our 
company closed its books on Decem- 
ber 31, frankly, I couldn’t give him 
any good reason. As a result, we de- 
cided to investigate the advisability 
of other closing dates and found, 
much to our surprise, that there 
were many factors to be considered 
in establishing the correct yearly 
closing date for our company. 

Our company manufactures auto- 
mobile accessories and we had al- 
ways reported the results of opera- 
tions on a December 31 year. That 
time of year has always been one 
of our busiest seasons. Despite the 
feverish activity of our accounting 
department, we have never been 
able to expedite the routine me- 
chanics of closing our books to ob- 
tain financial information for man- 
agement before it became ancient 
history. Our company had been ad- 
vised of the advantages of a natural 
business year in the past by our au- 
ditors. Like so many things, how- 
ever, we kept putting off a change 
in our accounting period because 
it seemed relatively unimportant 
and also because we never paused 
to consider what effect it would have 
on our operations. 

An analysis of our monthly pro- 
duction, sales, inventory, and re- 
ceivables for a period of time, dis- 
closed that the lowest point in our 
annual business cycle occurred in 
July. On this basis, we decided to 
make a change to a fiscal year end- 
ing July 31 and filed requests with 
the Commissioner of Internal Reve- 
nue and with our various State tax- 
ing authorities for permission to 
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change our accounting period. Per- 
mission from each was easily ob- 
tained. 


Our change to a natural business 
year has resulted in several impor- 
tant advantages. First, our state- 
ments prepared on a July 31 fiscal 
year have a “new look.” We are no 
longer confronted with substantial 
working capital tied up in inven- 
tories and receivables since these 
items at this time of year have been 
substantially liquidated and appear 
as cash, giving a much healthier ap- 
pearance to our balance sheet. 


The elimination of sizable inven- 
tory and receivable balances which 
had always appeared in our calen- 
dar year statements also did away 
with much of the conjecture as to 
“valuation” of these items. With 
smaller inventories, the work of tak- 
ing and pricing the inventory was 
cut approximately in half thus ef- 


fecting a saving in man-hours. Not 
only did we effect an overall saving 
in man-hours with respect to this 
item, but at July 31 our organiza- 
tion was better able to absorb the 
work of taking inventory and had 
more people available for this pur- 
pose. Furthermore, our auditors re- 
quired less time to verify inventory 
and receivables, giving them addi- 
tional time for other important au- 
diting tests. Our accounting depart- 
ment also substantially eliminated 
much of its year-end closing over- 
time costs which had been incurred 
on a calendar year basis, since it 
did not have to contend with a peak- 
period work load at the time the 
books were closed. 


Studies—Comparisons Facilitated 


Our general business policies are 
formulated in the fall in advance of 
our busy season. We found that 
financial statements prepared on the 
basis of our natural business year 
reflected the results of our policies 
over one complete cycle of opera- 
tions; whereas, our calendar year 
statements reflected the results of 
operations in two different periods 
in our business cycle, making com- 
parisons between years difficult. 


(Continued on page 39) 


The following are among the advantages which might be gained by aban- 
doning the calendar year and adopting the natural business year best 
suited to the individual company's accounting needs: 


1. Eliminates necessity of closing 
books in busy season. 


. Inventories and _ receivables 
are substantially liquidated 
when books are closed, giving 
much healthier appearance to 
balance sheet. 


. Slack season and lower inven- 
tories combine to make it 
easier to absorb the extra 
man-hours required for inven- 
tory-taking purposes. 


. Eliminates much conjecture as 
to inventory valuations. 


. Relieves peak accounting load 
resulting from closing of 
books at a time of high busi- 
ness activity, eliminating much 
overtime. 


6. Statements cover one complete 
cycle of operations, instead of 
parts of two cycles. 


. Figures reaching management 
during lull in business activity, 
affords more time for study 
and planning for the following 
year. 


. Bankers prefer it because 

statements 

(a) reflect liquidation poten- 
tial; 

(b) give more facts and less 
estimates; 

(c) lend themselves more 
readily to comparison with 
the industry as a whole, 
most of which would prob- 
ably be on a natural year 
basis. 
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ts of S Burroughs new portfolio of accounting ideas 
riods 
com- 
icult. 


which have been tried and proved in banks across the nation 


Maybe your present general accounting procedures seem too com- 
plicated . . . too cumbersome. 


Maybe some of your operations seem excessively expensive, ineffi- 
cient, time consuming. 


And maybe you'd like to eliminate these costly flaws in your present 
methods the way that other banks, in other sections of the country, 
have disposed of them. 


Bank Accounting Simplified can help you do just that. It was assembled 
by Burroughs after years of studying, choosing, refining and com- 
bining the best ideas from banks all over the country into a simplified 
general accounting system. It covers all phases of bank accounting— 
suggests complete plans for your loan and discount, general ledger, 
daily statement, mortgage loan, trust, payroll and savings. 


Your local Burroughs man will be happy to show you Bank Accounting 
Simplified . . . to let you see for yourself how this collection of ideas 
can help you raise the efficiency of your general accounting—and 
your margin of profit for the year. Give him a call today. Burroughs 
Adding Machine Company, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERI’S 


4 
Burroughs General Accounting Machine handles bank Bu rro ugh bey 


accounting jobs with money-saving speed and ease. 
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First And Merchants 
National Of Richmond 
Decides To Test Idea | 
On A Particular Group | 


Women’s Forum For Woman's Club 


Bank of Richmond, Richmond, 

Va., is one of the latest banks 
to enter the rapidly growing fi- 
nance forum field, having just com- 
pleted a highly successful lecture 
series for women. 

Although the bank had been 
wondering for some time how it 
could win more women’s names for 
its ledgers, as well as to encourage 
present customers to make fuller 
use of its services, not until last 
summer were specific plans devel- 
oped for a woman’s finance forum. 
Rather than present the discussion 
series for the general public, it was 
decided first to test the idea on a 
particular group. 

Last July the president of the 
Woman’s Club of Richmond was 
contacted and the plans for a spe- 


Fi: AND MERCHANTS NATIONAL 


Robert T. Marsh, Jr., vice president, speaks on 
“investments” at bank’s finance forum 
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cial program on financial ‘subjects 
were outlined. She expressed con- 
siderable interest in the idea and 
obtained the necessary stamp of 
approval from the club’s board of 


governors. The bank was guided 
by the club’s wishes and received 
the full cooperation of the club 
staff on many details. 


Wrote 1200 Club Members 


Step number two was a letter 
written to each of the 1200 club 
members explaining that the bank 
would conduct a series of three lec- 
tures designed to answer the finan- 
cial questions which concern wom- 
en most. The ladies were re- 
quested to return an attached postal 
card indicating whether or not they 
were interested in attending and, if 
so, which of the nine suggested 
topics they preferred to hear dis- 
cussed. Of the 1200 contacted, 800 
said either that they were not in- 








terested or that they were unable 
to come at the time mentioned. 
Four hundred replied affirmatively 
and selected, in the order named, 
Investments, Wills, Trusts and Es- 
tates, and Taxes as the chief sub- 
jects they wanted to learn more 
about. 








The problem of obtaining suitable 
speakers was not a large one for 
First and Merchants, as the bank 
was fortunate in having two senior 
officers, Robert T. Marsh, Jr., vice 
president, and J. H. Baskerville, 
vice president and trust officer, who 
were well qualified to discuss In- 
vestments and Wills, Trusts and 
Estates, respectively. H_ Brice 
Graves, member of the Richmond 
law firm Hunton, Anderson, Wil- 
liams, Gay, and Moore, was asked 
to speak on Taxes, and Dr. George 
H. Médlin, president of the Uni- 
versity of Richmond and a director 


(Continued on page 39) 
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700, WatiL = 4 Mh J 
Proving efficiency! 





Check these outstanding 
features .. . you'll find them 
only in IBM Proof Machines: 


@ Superior Audit Control. 

@ Tapes for All Distributions. 
@ Automatic Check Sorting. 

®@ Positive Endorsements. 

@ Debit and Credit Flexibility. 
@ Numerical Check Description. 
@ Automatic “Cash” Control. 
@ Duplicate Listings. 


@ Repeat Key and Progressive 
Totals for all counters. 


@ Facility for Verification 
of Customers’ Addition. 


@ Automatic Error Detection 
Before Entry. 


@ Fully Electric Keyboards. 
@ Simple “10 Key” Operation. 


There’s no place in today’s highly competitive 
banking scene for out-dated equipment! No matter what 
the size of your bank, you still must handle complex 
accounting and auditing problems—quickly and accurately. 
IBM Proof Machines are handling this work for every 

size bank... with maximum efficiency. 

With an IBM Proof Machine you'll process every daily transaction 
under full control. You’ll take care of peak periods easily. And 

an IBM Proof Machine is so easy to operate that any 

member of your staff can quickly learn to use it. 


IBM INTERNATIONAL BUSINESS MACHINES CORPORATION 
590 Madison Avenue, New York 22, New York 


TRADE MARK 
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Four annual conferences have 


thoroughly demonstrated their 


value as an aid in the preparation of junior bank executives ‘‘for 
responsibilities that are sure to be theirs in the years ahead— 
probably sooner than they think.”’ 


By W. G. COAPMAN 


Secretary, Wisconsin 


AST NOVEMBER, the Wisconsin 
[ Bankers Association held its 

fourth annual Junior Bankers 
Conference in Milwaukee. Soon 
thereafter the writer received the 
following request: ‘““‘We would like 
to know more about it and shall 
appreciate it if you will advise us 
in some detail who the ‘junior 
bankers’ are. Just what gave rise 
to the projecting of these confer- 
ences and the results achieved?” 


BANKERS MONTHLY has _ kindly 
made its columns available for a 
reply which may be of interest to 
its banker readers. 


For some years the Federal Re- 
serve Bank of Minneapolis has held 
an annual conference for bankers 
in the Ninth District. These confer- 
ences were so successful that the 


Increasing $28. 5 million 
during the past twelve 
months, our total resources 
at the year’s end were 
$268,515,416 — an all-time 
high for our five decades 
of service in Arizona. 
SERVING 701 ARIZONA 





EMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Bankers Association 


bank conceived the idea of holding 
one for junior executives. The writer 
attended it and was greatly im- 
pressed by the interest displayed in 
the program and the eagerness with 
which delegates conversed and ex- 
changed opinions. 


Immediately the question arose in 
the mind of the observer, why 
should not a state association do the 
same for its own members? Other 
state officers were queried and it 
was decided that Wisconsin should 
try the experiment. Word was sent 
out that on Armistice Day, 1947, the 
Wisconsin Bankers Association 
would hold such a conference in 
Milwaukee. 


Preparation For Advancement 


The purpose as announced was 
“to give those officers and depart- 
ment heads who do not have an 
opportunity to attend state-wide 
affairs such as the W.B.A. conven- 
tion, Mid-Winter meeting and the 
University conference a chance to 
get together, become acquainted 
and enjoy a practical program—all 
of which should tend to increase 
efficiency in their present positions, 
and help prepare them for advance- 
ment when the time for that recog- 
nition arrives.” 


The invitation also stated “We 
have not laid down any rule regard- 
ing who shall attend. Especially do 
we not rate eligibility on the score 
of a title. We leave it entirely to 
the member banks to pick their own 
delegates but suggest they be men 
and women who now fill key posi- 
tions of responsibility”’. 


A holiday (Armistice Day) was 
chosen in order to bring out a good 
attendance, the result being that 
250 were present. The program dealt 
with subjects that were of real mo- 





Wisconsin’s Junior Bankers Conferences 


ment to all bankers—loans, invest- 
ments, public relations, and eco- 
nomic conditions. “Has the GI], 
Loan Worked?”; “The Changing 
Bond Market”; “What Do People 
Want?”; “Where is the Economy 
Going From Here?”. 


When the time came to arrange 
for the second conference a business 
day instead of a holiday was se- 
lected, the thought being that if 
senior bankers could attend bank- 
ers affairs “any old time” why not 
let the same custom apply to meet- 
ings of their juniors. The theory 
didn’t work and 1948 attendance 
was slightly under 200. 

The program was of the same 
caliber as before, consisting of ad- 
dresses on the following subjects: 
“What the Junior Banker Ought to 
Know” (law); “This Thing Called 
Public Relations’; “What is Your 
Net Worth?” (banking education); 
“Loaning Policies and the Over-all 
Management of Bank Assets”; and 
“A Look at the Current Economic 
Situation”. 

In 1949, Armistice Day was again 
tried out and the attendance went 
up to approximately 300. Subjects 
on that program were “Installment 
Lending—The Responsibility of the 
Junior Bank Executive”; “The In- 
terdependence of the Banker and 
His Community”; “Banks As I See 
Them” (by the Deputy Commission- 
er of Banks); “Mechanization in 
Banking”; and “As a Man Think- 
eth” (inspirational talk). 

In order to give a non-holiday a 
second and final test, the 1950 con- 
ference was held on November 15. 
Registrants numbered 194. This con- 
vinced the officers that future con- 
ferences should be held on a bank- 
ing holiday. While some bankers 
prefer to reserve holidays for other 
purposes, it is clear that the great 
majority would like to meet on such 
occasions. The interests of the many, 
of course, should be served. 


The latest conference presented 
speakers on “The Free Enterprise 
System—What It Is and How it 
Works”; “Why an Audit Program?”; 
“You and the Human Element in 
Bankihg”; and “The Monetary and 
Fiscal Outlook’’. 


Each conference has consisted of 
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a morning and afternoon session. 
Speakers chosen with care, have in- 
cluded topnotch men both within 
the association and from outside 
Wisconsin. Opportunity has been 
given some of the juniors to exer- 
cise their talents and more will be 
called on in future. A motion pic- 
ture on some banking or related 
subject has been shown during the 
luncheon period. 


Most Ages 25 To 40 

While a few grey heads have at- 
tended these conferences, by far the 
most, including some women, have 
been in the 25 to 40 age group. Some 
of these junior executives and de- 
partment heads have attended 
county bankers meetings; a few, 
group meetings of the state asso- 
ciation; and a lesser number have 
enjoyed the opportunity of attend- 
ing state-wide conferences or annual 
conventions of the W.B.A. These 
men have been most enthusiastic 
about the conferences and, from the 
first, urged that they be made a part 
of the state bankers association’s 
activity program. 

Some of the older bankers say 
that this type of conference is one 
of the finest things conceived by the 
state association, in that it gives 
junior men an opportunity to broad- 
en their acquaintanceship, gain a 
wider vision of the banking busi- 
ness, and better prepare themselves 
for responsibilities that are sure to 
be theirs in the years ahead—prob- 
ably sooner than they think. 


Banking Is Still . . . 


(Continued from page 25) 
not much, easier, to say quantita- 
tively what would have happened 
had we done differently, than it is 
in most other human vicissitudes. 
More serious, however, is that in- 
vestment results may be quite for- 
tuitous or the result of genuinely 
sound judgment fortified by sound 
facts. A man or an institution may 
ride a period of rising business 
conditions for almost a decade for 
wholly inadequate reasons and se- 
cure good results on second grade 
risks. Such good results, however, 
become woeful errors of judgment 
when “the moving wheel” turns, 
the cycle reverses and the true in- 
adequacy of investment knowledge 
and philosophy and also watchful- 
hess is revealed. 

Further to this point, may I make 
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a plea for the exercise of what could 
be called the “actuarial viewpoint” 
in judging investment results. Just 
as in insurance underwriting, av- 
erage and over-all results must be 
the basis of the appraisal of the 
degree of success attained, not the 
emphasis upon the occasional in- 
surance risk which resulted in loss. 
In this vital respect, bank portfolio 
investing differs from trust invest- 
ing where accountability is by item 
and not on the over-all reckoning. 


Pursuit Of Quality 


I have spent enough years in the 
financial world now to be convinced 
that this emphasis upon the evalu- 
ation of investment results on a net 
or over-all basis is necessary. How- 
ever, this is not in the least to be 
taken as any advocacy on my part 
of substandard bonds from which 
a superior total result might be 
attained at the risk of some indi- 
vidual item losses. The superiority 
of the results of such a policy is 
debatable as the outcome is so de- 
pendent upon highly personalized 
talents as to render any generaliza- 
tions perilous. More than that, I 


Profitable new customers 


We'll supply ‘thinking cap’, 
‘elbow grease’ and ‘legwork’ 


For your Commercial Department: 
Vhrdftt Check, the complete Special Checking 


Account Plan, including operating forms and 
volume-producing advertising—without invest- 
ment by you. Checks ‘personalized’ on your 
premises. (Also, your Regular checks.) 


| 
For your Savings or Thrift Department: 
THRIFTSURANCE, the greatest incentive to 
save ever devised! Customer's savings goal in- 
sured against sickness, accident and death. Also, 
SAVESURANCE, with life insurance only. 


Profitable new business. 


BANKERS DEVELOPMENT CORPORATION 
100 Park Avenue, New York 17, N. Y; 







Ask Us for Proof! 
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have observed the work and re- 
sults of some bankers of outstanding 
ability and I have yet to see one 
who attained his high standing 
through an addiction to speculating 
in low grade securities. Rather, it 
has been more through the con- 
sistent pursuit of quality. 

The characteristics of high grade 
investments are easily recognized 
and relatively little training in the 
investment field is needed to recog- 
nize with equal ease investments 
which are wholly unsuited for bank 
investment. There is, however, a 
middle field and one in which is 
found the greatest proportion of 
our securities. Many of these bonds 
are neither demonstrably good nor 
visibly bad and some, during long 
periods of business stability, even 
acquire the characteristics of bonds 
of good investment merit. This area 
of the bond market is where the 
greatest danger lies for the less 
skilled and careless, for while such 
securities are not bad credit risks— 
in the sense that risk of principal 
loss is incurred—they are poor in- 
vestments for a bank of deposit be- 
cause of the unpredictable market 


37 








fluctuations to which they are sub- 
jected. 

The first of my ideas, which is 
the calculation of one’s own institu- 
tion’s future deposit position, com- 
munity risks, and so forth, is not 
impossible, nor even difficult. The 
second, which I call the calculated 
risk in investing, is a matter of in- 
vestment education—technique, if 
you prefer it—coupled with taking 
intelligent advantage of the help of 
willing friends. The third—to 
learn not to fear reaping the full 


income advantages of very high 
grade medium and long term in- 
vestment—is not easy. To make the 
most of it, it is important to keep 
constantly in mind the fact that if 
the intrinsics of a bond are essen- 
tially sound, and the structure of 
the investment portfolio is carefully 
devised within the limits of the 
bank’s capital funds, the quoted 
value of that bond should be a mat- 
ter of relatively little concern be- 
tween the time it is purchased and 
the day when it matures. 





Answers To Bankers 
Monthly Quiz No. 92 


Eb. (As reported Nov. 21, 1950) 
a. (As reported Nov. 21, 1950) 
Because almost every savings 
transaction must be handled at 
the window by a teller and cannot 
be handled as commercial items are 
—in bulk. 
4 | Mutual savings banks and 
stock savings banks. 
Whether or not it is registered 
on a national securities ex- 
change, the maximum loan value 
of any stock shall be 25 per cent 
of its current market value, as de- 


termined by any reasonable meth- 
od. (Regulation U, amended as of 
Jan. 17, 1951.) 

c. The Gold Reserve Act of 

January 30, 1934, declared the 
coinage of gold’ at an end. The 
coinage of the $1 piece was dis- 
continued under authority of the 
Act of September 26, 1890. Up ts 
January 30, 1934, gold was coined 
in denominations of $5, $10, and 
$20. 
b. $5 gold pieces were called 

half eagles and $20 gold pieces 
were called double eagles. 


a a. green, b. red, c. blue. 
a 








Your Lawrence man 
offers you this 


Inventory Survey 


Next time inventory figures in a loan application, call 
in your Lawrence man. He’s as near as your telephone. 

From his experience with inventories in many lines, 
he can determine for you if a given business lends 
itself to field warehousing. 


Why not call on his experience? 


LAWRENCE SYSTEM 


Nationwide Field Warehousing 
FACILITATES LOANS AGAINST INVENTORY 
CHICAGO 
100 N. LA SALLE ST. 
Offices In All Principal Cities 


SAN FRANCISCO 
37 DRUMM ST. 





NEW YORK 
72 WALL ST. 











(a) (3); (b) (2); 


(c) 
Yes, an “X” is permitted as 
a valid signature if the mark is 


(1). 


witnessed by two persons. Some 
banks also get the fingerprint of the 
signer alongside of his “X” for 
further identification. 


In case of death of either 
party, the funds of the account 
can be paid to the surviving tenant 
upon production of a certified copy 
of the death certificate and a state 
inheritance tax waiver. 
In an open end type of mort- 
gage, each following issue of 
bonds ranks equally with the origi- 
nal issue on claims on the company 
assets. A closed end mortgage pro- 
vides that only a designated num- 
ber of bonds are issued at one time, 
Any bonds issued later which are 
secured by the identical assets 
must be classed as second or third 
mortgages. 
F. Income bonds pay only a 
specified rate if it is earned. If 
not, they pay only to the extent 
of the amount earned. 
Both rights and warrants are 
privileges given to stockhold- 
ers to participate in purchase of 
more stock or bonds in the com- 
pany at a stated price. Rights, 
however, run only for a_ short 
period of time and then expire, 
usually not more than a month. 
A warrant is a long term privilege 
and may run for a number of years. 
T. An “Equipment Trust Cer- 
tificate” is an obligation se- 
cured by a lien on equipment and 
rolling stock of a railroad. 
F. Convertible bonds are 
sometimes exchangeable for 
preferred stock or other bonds as 
well as common stock. 
F. Stockholders do not receive 
proxies unless they hold vot- 
ing stock. A proxy is a written au- 
thority given by a stockholder who 
has voting stock so that the other 
person can represent him at a 
meeting and vote his shares. 
F. Although it is true that most 
preferred stocks never pay 
more than a stipulated dividend 
rate, a “participating preferred 
stock” entitles the holder to receive 
not only the regular rate, but also 
an additional amount which is 
based on the total amount that may 
be pafd out to all classes of stock. 
When a bond is redeemed it 
is paid off in cash, but if it is 
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converted, it is exchanged for an- 
other type of security issued by the 
company. 


Why Close Your Books . . 

(Continued from page 32) 
During the lull in our business 
which usually continues into Au- 
gust, management also has more 
time to critically review the results 
of the preceding year. Having the 
financial statements reach manage- 
ment promptly during our slow sea- 
son has been extremely helpful and 
has permitted more careful and in- 
telligent planning for the following 
year. 

Our bankers are much happier 
with the natural business year. They 
are particularly impressed with the 
fact that our new statements give 
them an opportunity to see how the 
concern looks in its most liquid con- 
dition. Furthermore, they like the 
idea of statements which give them 
more facts and less estimates, plus 
the added advantage of being able to 
compare our company with the in- 
dustry as a whole which generally 
has adopted an accounting period 
ending in July or August. 





We learned that the natural busi- 
ness year is an important factor in 
giving our management financial 
tools with which to work. In our 
case, we now realize just how im- 
portant this can be and that a cal- 
endar year accounting period was 
completely unsuited to our needs. 
Perhaps you should ask yourself: 
“Why do I close my books at De- 
cember 31?” You don’t expect your 
salesman to give you a report in 
the middle of his call before he 
knows the results, so why make your 
company report on its operations in 
the middle of the season or natural 
cycle of activity? 


Women's Forum 
(Continued from page 34) 

of First and Merchants, was selected 
chairman of the program. 

Ten days before the first meeting, 
a program and tickets were mailed 
(envelopes were hand addressed 
and stamped) to each of the inter- 
ested 400. Postal card reminders 
were also sent a day or two in ad- 
vance of the meetings. 

A coffee hour at 10:30 preceded 
each of the eleven o’clock meetings 





A worthwhile profit! 


: gE 
$7, $ 
earn $7.50 on each $1000 of Se 


which were held in the club audi- 
torium. Hostesses to pour were 
chosen from among the bank’s of- 
the club. Several young ladies 
from First and Merchants distribu- 
ted pads, pencils, and a_ booklet, 
How To Do Your Banking. Flowers 
graced the stage and _ reception 
rooms. Each lecture lasted an hour 
and was followed by a half hour 
question and answer period. At- 
tendance averaged approximately 
275 at each meeting. During the 
lectures the ladies were extremely 
attentive and many took notes. Af- 
terwards they besieged the speak- 
ers with questions. Comments on 
the forum were not only favorable 
but enthusiastic and the club offi- 
cers expressed themselves as being 
delighted with the outcome. 


The cost of the forum was very 
reasonable and First and Merchants 
believes that from the standpoint 
of tangible business results, long 
range good will endeavor, and 
widespread interest created, the 
venture was thoroughly worth- 
while. Plans to conduct a similar 
series for other women’s groups are 
in the offing. 
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TRAVELERS \CHECKS 


You can increase your bank’s earnings . 


facilities. 


tive material. 





. easily, simply, surely. Sell 
NCB Travelers Checks, the ‘travel currency” that is spendable like cash 
everywhere, and refundable in case of loss or theft. 


Consider the ease with which these transactions are completed and 
how highly profitable they are compared to many other banking 


It will pay you to suggest to your customers when they withdraw money 
for travel that they transfer it into safe NCB Travelers Checks. 


Ask about our merchandising plans. We will be glad to send you 
upon request free blotters, newspaper mats, leaflets and other descrip- 


Banks retain ALL the selling commission—% of 1% on checks soldi 


THE NATIONAL CITY BANK OF NEW YORK 
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Head Office: 55 Wall Street, New York 15, N. Y. 


52 Overseas Branches 
Member Federal Deposit Insurance Corporation 


Correspondent Banks Everywhere 
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Professional Lettering 
Produced By Varigraph 


Professional lettering can now be 
produced in a fraction of the usual 
time with the use of the Varigraph 
which features housing and knobs 
of durable Tenite plastic. Compact 
and easy to use, the device meas- 


= 


ures 7 inches square and slides 
smoothly along a rule or any 
straightedge tacked to a drawing 
board. 


In the illustration, the lettering 
pen point at the upper left is op- 
erated by moving the stylus at the 
lower right along letters engraved 
in an insertable template (the in- 
strument can be turned to a differ- 
ent position for a _ left-handed 
person). Control’knobs on top gov- 
ern height and width of letters or 
numerals printed. Settings from 
.150 to .750 of an inch are possible, 
and hundreds of variations of any 
alphabet can be produced from one 
full-size template. 

All parts of the Varigraph are 
corrosion resistant and, according 
to the manufacturer, accurate with- 
in tolerances of one-tenth the diam- 








Check What You Need And Mail This Form 


1. Addressing Machines 31. Coin Counting and Packaging 58. Night Depositories 

2. Air vaacegeeey | Machines 59. Night Depository Bags 

3. Architects and Builders 32. Coin Envelopes 60. Pass Books — 

4. Bandit Resisting Enclosures 33. Coin and Currency Trays 61. Past Due Notices 

and Alarm Systems 34. Coin Wrappers 62. Pay Roll Envelopes 

5. Bank Building Fixtures 35. Counter Screens 63. Personalized Checks 

6. Banking by Mail Envelopes 36. Coupon Books 64. Personal Loan Advertising 

7. Binders, Check, Bookkeeping, 37. Currency Straps 65. Personal Loan Systems 

er 38. Dating Machines and Stamps 66. Photographic Bank Systems 

8. Boo’ masts Rotemaat 39. Deposit Ticket Files 67. Proof Machines 

9. Bronze and Brass Signs 40. Desk Lamps, Fiuorescent 68. Railings 

10. Bulletin Boards 41. Desk Pen Sets 69. Recorders, Voice 

11. Calculating Machines 42. Doors, Bronze, Aluminum, 70. Rubber Stamps 

12. Chairs, Posture, Office Stainless Steel 71. Safes, Fire and Burglar-Proof 
13. Changeable Signs 43. Duplicators 72. Safe Deposit Boxes 

14. Checks 44. Expanding Filing Envelopes § 73. Safe Deposit Records 

15. Check Book Covers 45. Filing Cabinets 74. Savings Banks, Home, Pocket 
16. Check Cancelling Perforators 46. Forms, Machine Bookkeeping 75. Scales, Postal, Parcel Post 
17. Check Desks 47. Forms, One-Time Carbon 76. Seats, Coin Bag 

18. Check Endorsers 48. Forms, Continuous 77. Seals,Corporation, Notary, etc. 
19. Check Files 49. Grilles and Gates 78. Storage Files 
20. Check Protectors 50. Inter-Office Communicating 79. Time and Delayed Time Locks 
21. Check Signers Systems 80. Time Stamps 
22. Check Sorters 51. Interest Tables 81. Travelers Checks 
23. Check Sorting Trays 52. Ladders 82. Trucks, Tellers 
24. Checking Account Plans 53. Lighting Systems, Fluorescent 83. Typewriters 
25. Christmas Savings Clubs 54. Locking Envelopes 84. Typewriter Stands 
26. Clocks—Outdoor 55. Maps 85. Vaults 
27. Coin Bags 56. Metered Mail Systems 86. Vault, Trucks 
28. Coin Boxes 57. Name Plates and Desk Signs 87. Vault, Ventilators 
29. Coin Changers 88. Visible Records 
30. Coin Counting Machines 89. Windows and Lobby Displays 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St, Chicago 5, In. 


Please have buying information sent us on the items circled above. 
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eter of a human hair. Templates 
come in more than sixty popular 
type faces. 

The Varigraph is manufactured 
by The Varigraph Co., Inc., Madison 
1, Wis. 





New Dictating Machine 
Uses Magnetic Tape 


Permoflux Corp., Chicago, IIL. 
announces the first completely elec- 
tronic dictating machine using 
magnetic tape. Magazine loading is 
employed and magazines are inter- 
changeable from one machine to 
another. 

Manufacturers claim outstanding 
features such as a single selector 
lever which furnishes complete 
control of tape in record, listen, 
fast forward, and fast reverse posi- 
tions; dual-split second indexing; 
audible end of tape indicator; auto- 
matic stop at end of tape; automatic 
back spacer; automatic erase; in- 
stantaneous stop and start (no 
slurs); high speed forward; high 
speed reverse; circuit wiring for 
monitoring; microphone or speaker 
playback; and portability. 


Folder Provides Inventory 
To Use In Claiming Losses 

“In Case of Fire . . . Could You 
Prove Your Loss?” That is the title 
of a new folder for use as a service 
to bank customers. 

The folder provides for a listing 
of the cost of household articles in 
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f inventory form. When filed with fire 


insurance policies and other valu- 
ables, this inventory can be used as 
a listing of possessions and their 
value, in case of fire, and expedite 
processing the claim. 

The distributing bank’s name is | 





YES...WE HAVE NO INCENTIVE 


It has often been hinted by executives 
in other fields that we DeLuxe people 
run our sales staff like amateurs. We 






plenty of evidence that, as a team, they 
pack a punch that is effective and 
constructive. Risking the razzing 


=e § printed = each folder. ; have no quotas, no commissions, no we will get for this advertisement, we 

Copyrighted in both the United | bonuses, no campaigns, no prizes... unhesitatingly exercise the prerogative 

plates | States and Canada, it is published | and therefore, according to the experts, of a copy writer who has in the past 

ul by Arthur Mayes Advertising, 17 | we should get no effort. thrown bouquets at our production 

pular 7 hen DA. Mieinwedt, 1. 2 F ; fe h people, by now handing an orchid 

oc "y yp aN. Ue | | rom time to time we are given th€ to a sales staff that is doing a perfectly 

>tured | | business” by organizations that spe- swell job with no eyes on the “cent” 
vdical cialize in pepping things up, and they in incentive. 





Interior Lighting Booklet 
Offered By Westinghouse 


Proper lighting to create any de- | 
sired atmosphere is stressed in a 
new 16-page booklet available from 
Westinghouse Electric Corp. 

The booklet points out that, com- 
mercially, lighting has two func- 
tions: to permit work or study in 
comfort and to move merchandise. 

Different types of lighting that 
can be used to perform these func- 
tions are illustrated, including in- 
direct, semi-indirect, direct-indi- 
rect, and direct lighting. Shielding 
mediums, lamp sizes, and suspen- 
sion methods are given for each 
type, and several suggested uses are 
offered as a guide in selecting the 
best type for a particular “seeing 








more or less drool as they contem- 
plate what they could do for us because 
to them we represent the ideal pros- 
pect for the well-known shot in the 
arm. Well, we are not buying it be- 
cause we like our slow-moving, 
unbrilliane selling technique. 


While this no doubt will embarrass 
our representatives, we know they 
really work hard and, though as indi- 
viduals they might be classed as the 
“low pressure” type, we have had 
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CHECK PRINTERS 





It seems to us that the distinction 
between sales incentive or lack of it 
lies in the overall objective of the com- 
pany. If this objective is simply to 
make sales, then unquestionably the 
monetary incentive is needed to do the 
trick. On the other hand, if the objec- 
tive is to build business, then such 
stimulated sales pressure might create 
an out-of-balance condition not good 
for the company or its customers: 


Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY. ST. PAUL 
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using For a copy, write to Westinghouse 
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listen, Paper-Mate ball point pens over- 
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>; in- 
(no 
high 
g for 
eaker 
=— ————— 
NATIONWIDE is one of the largest distributors of Rubber Bands 
throughout the United States. The supply of 100% pure rubber bands is 
definitely limited and our stock will have to be replaced with artificial rubber. 
WRITE, PHONE OR WIRE YOUR ORDER TODAY. 5 Ib. lots, $2.50 
1 You per pound; 10 Ib. lots, $2.30 per pound and 25 Ib. lots or more, $2.10 per 
e title pound. 
arvice 
chemical discovery used in the pens, NATIONWIDE OFFICE SUPPLY co. 
isting | dries instantly on contact with air, 163 PACIFIC ST. BROOKLYN 2. N. Y. 
les in | therefore eliminating leaking and | 
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smearing while assuring perma- 
nency for banking purposes. 

This ball point pen has already 
been approved and used by nearly 
one thousand banks throughout the 
country. 

Paper-Mate chain and retractable 
pens are available with red, blue, 
or black barrels and offer the added 
attraction of having the bank name 
imprinted on the barrel. There are 
also attractive executive desk sets, 
all with the exclusive, non-trans- 
ferrable Paper-Mate ink. 


Further information can be ob- 
tained by writing Frawley Corp., 
Chemical Engineers, 8948 National 
Blvd., Los Angeles 34, Calif. 


Booklet Offers Thrift Program 
Geared To The Changing Times 


How to Have the Money You 
Need When You Need It is the title 
of an illustrated booklet recently 
published by Foresight Guild for 
use as a medium for bank advertis- 
ing. 

The booklet offers a sound, work- 
able thrift program geared to meet 
the demands of the changing times. 
It is an aid in accumulating the 
money needed for increased income 
taxes and offers a specific way to 
get the increased cash required 
under restricted credit regulations. 

Its publishers state that How to 
Have the Money You Need When 
You Need It “ .. . should increase 
the number of a bank’s savings ac- 





Bulletin and Directory Boards, for every purpose, 
made in wood or metal frames, with or without 


electric lighting, for indoor and outdoor use. 


Tell us your requirements or 
for ilustrated literature 


ACME BULLETIN CO. 
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send 


37 East (2th St. 
New York 3, N. Y. 








| 
| 
| 
| 
| 
| 


counts and definitely reduce their 
turnover.” 


For prices and a copy of the 
booklet write to Foresight Guild, 
Miamisburg, Ohio. 


New Recorded Music System 
Introduced By Ristaucrat 


A low-priced, continuous recorded 
music system has been introduced 
recently by Ristaucrat, Inc., Apple- 
ton, Wis. 

Available in three models, all 
Ristaucrat units are equipped with 
a patented re-stacker which holds 
twelve 45 r.p.m. records. All twelve 
records are played, automatically 
re-stacked, and repeated from the 
beginning. 

Additional duo-re-stackers may 
be purchased and attached to the 
system to provide several hours of 
continuous music without repeating 
a number. 





Ristaucrat systems are installed 
complete with tubes, a high-fidelity 
amplifier, a distortion-free speaker, 
and a long-lasting sapphire needle. 
The Emperor model (illustrated 
here), encased in a Hartmann trunk 
cabinet, is designed for dual use 
as a portable music or public ad- 
dress system. If necessary, as many 
as 15 additional speakers may be 
used with this particular model. 

For an illustrated brochure and 
price information, write to Ristau- 
crat, Inc., 1216 East Wisconsin Ave., 
Appleton, Wis. 


Plug-In Humidity Controller 


A new Plug-In humidity con- 
troller is announced by Abbeon 
Supply Co., 58-10 41st Dr., Wood- 
side, N. Y. 


The Plug-In humidity controller 





AUTOMATIC TELLERS CASH TICKETS 


Self-duplicating with clean. clear carbons. these 
tickets speed auditing procedures. Numbered or 
blank, in pink or white, packaged 1000 to box. 
Quantity discounts. Immediate shipment. Write for 
free samples and prices. 


J. Worth Baker & Co. 


135 8. Pennsylvania St. 
indianapolis 4, ind. 





fulfills the need for a simple auto. 
matic control to operate electrically 
powered humidifiers and dehu- 
midifiers. Until the present time it 
has been necessary for the services 
of a skilled electrician to be em- 
ployed to install the existing types 





of controls. With this new unit, 
however, the necessary electrical 
work has been done at the factory. 
This controller can handle a load 
of 15 amperes at 115 volts, that is 
to say it can handle a goodly num- 
ber of standard industrial size elec- 
tric humidifiers or dehumidifiers 
plugged into it at one time. 


Revised Social Security Guide 
Elucidates Points of New Law 


Advertisers’ Service Division, 
Merit Displays Co., 120 East 16th 
St., New York 3, N. Y., has recently 
revised its Social Security Guide, 
elucidating, in a simplified manner, 
the outstanding points of the new 
law. The revised dial-type guide 
was produced in cooperation with 
the Federal Security Agency, So- 
cial Security Administration. 

The guide shows the amount of 
benefits per month, based on the 
worker’s average monthly pay from 
jobs covered by Social Security. It 
covers persons who will be eligible 
for retirement before and _ after 
June, 1952, and is based on the 
$3600 maximum yearly coverage 
which applies after 1950. 

The reverse side of the guide 
gives pertinent information on 
veteran credits, self-employment, 
retirement qualifications, and in- 
surance status. 


—— 
Genuine Engraved Cards 
FOR BANK OFFICERS 


| SAMPLES ON REQUEST 
ERNEST N. MILLER ENGRAVING CO. 
RAND BLDG 


McNALLY . 
538 SO. CLARK ST. ° CHICAGO 5, ILL. 
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IN MODERNIZATION OF THE SOUTH SIDE BRANCH of the Toledo Trust 
Company, Toledo, Ohio, Fiberglas acoustical tile was installed in ceil- 
ing areas to reduce noise and to conserve fuel. A total of 2,900 square 
feet of the non-combustible Fiberglas textured tile is suspended from 
the ceiling. The bank’s modernization plan also includes plate glass, 
modern fixtures, indirect lighting, improved teller windows, 
creased counter space at teller windows and around wall areas. 


in- 





lilinois Bankers Association Distributes New Working Manual 

The working manual above, How To Get And Keep Profitable 
Bank Business, was prepared by the committee on education and 
public relations of the Illinois Bankers Association which supplied 
one to each bank at a recent series of 26 clinic meetings throughout 
the state. The manual, prepared under the direction of C. A. Hem- 
minger, chairman of the committee and public relations officer of 
American National Bank and Trust Company of Chicago, covers 
Staff training in customer, public, and human relations; new business 
development and techniques; community relations; and advertising, 
publicity and promotion, and is designed as a valuable tool for banks. 

The Illinois Bankers Association, 105 W. Monroe St., Chicago, II1., 
will supply one of these manuals to the chairman of the committee 
on education and public relations of each state bankers association 
upon request. 
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Here's the one plan that not only 
gets new accounts but also keeps 
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Phone Privacy Privac; ] 


mm mE 
YOUR PHONE PROBLEMS 

SOLVED! 

@ PRIVACY 

@ OFFICE QUIET 

@ BETTER HEARING 
THE NEW IMPROVED 


HUSH-A-PHONE 


Snaps on transmitter. Wt. 5 oz. 
A Lifetime of service for $10. 

a Request Liter. or Calli MU 3-6063 
HUSH-A-PHONE CORP. 

65 Madison Avenue ® N. Y. C. 
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Coin Wraps our efficiency is 
way up.” 


A Complete Line'of Money Wrappers 


STANDARD PAPER GOODS 
MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
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Personnel 


Mosler Safe Company Shifts 
Key Personnel To Ohio Office 


John Mosler, vice president and 
Langdon R. Littlehale, director of 
advertising of the Mosler Safe 
Company will transfer their head- 
quarters from the Company’s New 
York office at 320 Fifth Avenue to 
its main office and factory in Ham- 
ilton, Ohio. Other key personnel 
will also be shifted from New York 


City to the Ohio headquarters. 

Miss Marie MacLellan, assistant 
advertising manager, will remain in 
New York to supervise production 
of window displays and related 
material. 

The Company has also announced 
the appointment of Stockton, West, 
Burkhart, Inc., Cincinnati, to handle 
all phases of its advertising pro- 
gram, effective March 1, 1951. 


Harry F. Manor To Head 
New Thriftsurance Plan 

Harry F. Manor will direct the 
Thriftsurance division of Bankers 
Development Corp., New York, N. 





Progressive Farmers Build FUTURES 
..e THEIRS and YOURS 


MODLEN MACHINERY 


Asa farmer prospers, so does his brother in the city. A farmer prospers only 


if his crop yields are large... 


if the crop can be tended and harvested eco- 


nomically. That's why farmers everywhere look to MM.to provide the Mod- 
ern Machines, Visionlined Tractors and Power Units that will sow, culti- 
vate and harvest their crops economically and dependably. MM Modern 
Machines make it possible for them to produce and harvest large crops and 
at the same time conserve the soil’s fertility for posterity. 


Se MM Cultivators Kee 
Maximum Production 


a a ECF 


p Fields Clean for 


COUNSEL and CREDIT HELPS EVERYONE 
Just as MM helps agriculture to be- 
come a stable modern industry, so 
do bankers help by recommending 
the use of modern machinery as a 
long range investment for their farm 
clients. Bankers know that MM Mod- 
ern Machines and Visionlined Trac- 
* tors are sound investments for the 
farmer, foragricultureand the nation. 


= 4 


MINNEAPOLIS-MOLINE 


MINNEAPOLIS MINNESOTA 





Y., from the corporation’s new ad. 
dress at 100 Park Ave. 
Thriftsurance provides a “pack. 


through system- 
atic monthly de. 
posits toward ] 
a predetermined 
goal, has his de- 
posits insured 
against sickness, 
accident, and 
death at a low 
cost and without 
Harry F. Manor a physical ex- 
amination. The Thriftsurance plan 
and its alternate, the Savesurance 
plan (deposits insured against 
death only), are so designed that 
they will not disturb existing say- 
ings plans. 


American Express Promotions 


American Express Co. has an- 
nounced the promotion of H. §. 
Burroughs, Jr., and D. M. Farrell 
to assistant treasurer and Henry 
Hargreaves to assistant secretary. 
All three officials will hold posts in 
both the American Express Co, 
which directs the company’s domes- 
tic activities, and the American 
Express Co., Inc., which is in charge 
of foreign offices. 

Other promotions include the ap- 
pointment of Derek Grewcock and 
A. R. Cotterill to assistant vice 
president of both the American Ex- 
press Co., and the incorporated 
company and John Trent to assis- 
tant vice president of the American 
Express Co. 


L. C. Smith & Corona Type- 
writers, Inc., Syracuse, N. Y. has 
announced the appointment of 
CHARLES A. LANE as advertising 
manager. Mr. Lane succeeds HaAr- 
OLD Mc D. Brown who retired re- 
cently after having served many 
years with the company. Prior to 
joining the Smith & Corona staff, 
Mr. Lane had been associated with 
the Newell-Emmett Co. and U5. 
Camera Publishing Corp., in an ad- 
vertising capacity. 


The new chairman of the board 
at the Do/More Chair Co., Elkhart, 
Ind., is H. BEN WILLIAMS who has 
served as president of the company 
since 1939. His son BEN, JR., suc- 
ceeds’ him as president, and FRANK 
D. FIELDS has been named execu- 
tive vice president. 
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Bank’s Tel-A-Phony Device Helps 
Customers Detect Counterfeit Bills 


To reduce loss from counterfeits, 
Central National Bank in Chicago, 
Chicago Ill., has developed a chart 
device for detecting $5, $10, $20, 
and $50 bills by testing their check 
letters, their Federal Reserve Bank 
letters, and their front and back 
plate numbers. 


As of publishing date Mew. 15, 1950 the members on this cord ore sccurete according 
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In checking a questionable bill com- 
pare the following THREE features 
1. The Check Letter and Front Plate No. 
2. The Federal Reserve Bank Letter. 
3. The Back Plate Number—found in 7 
the white background inside the border |. 
in lower right portion on reverse side 
of every bill. 

If Check Letter and Face Plate num- 
ber of bill being examined is shown in 
either right or left hand opening under 
heading CHECK LETTER pull up card 





until Federal Reserve Bank letter and 
Back Plate number appear in slot op- 





\ 
posite Check Letter number. If the 3 
items of H f 7m 

on 
A then the bill is probably counterfeit 
FOR/ADOITIONAL IMPORTANT INFOR 


This device, called 








or down in the holder. 


The card containing the counter- 
feit numbers is reversible; $10 com- 
binations appearing on one side and 
5’s, 20’s and 50’s on the other. Num- 
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“Tel-A- 
Phony,” consists of a chart holder 
measuring 4% inches wide and 10 
inches high, sections of which have 
been cut out to expose lists of num- 
bers printed on the sliding card 
inside. The numbers representing 
check letters and front and back 
plate numbers of counterfeits that 
were in circulation as of November 
15, 1950, can be brought into read- 
ing position by moving the card up 


bers have been printed in both red 
and black. Those in red are “issues” 
that have been circulated during 
recent months, while those in black 
are numbers of past counterfeits, 
some of which may again be passed. 
To keep these numbers up to date, 
a new “Tel-A-Phony” card is pub- 
lished whenever a new series of 
counterfeits is disclosed by the 
Secret Service. 


The Central National Bank is 
supplying all retailers who are 
bank customers with a “Tel-A- 
Phony” kit, which is designed both 
for the detection of bogus bills and 
the discouragement of professional 
passers of counterfeits. The kit in- 
cludes a display placard and a de- 
calcomania which warns “We use 
Tel-A-Phony as protection against 
counterfeit currency.” 


Bank tellers can frequently de- 
tect phony bills by counting their 
money green side up, as the green 
on currently circulated counterfeits 
are not true greens. The bank ad- 
vises its customers to follow this 
procedure, then confirm suspicion 
of an off-color bill by checking the 
plate number with the chart. 

The check letters and plate num- 
bers shown on the chart should be 
considered as danger signals only 
and not as conclusive proof that 
any bill is counterfeit. Some genu- 
ine bills may also bear these check 
letters and plate numbers. Persons 
receiving a bill with the tell-tale 
chart date should examine it closely 
for defects in workmanship and 
should compare it with another bill 
known to be genuine. 


U. E. Baughman, chief of the 


U. S. Secret Service, in recent testi- 
mony before a Senate committee, 
reported that there is more counter- 
feit money in the United States at 
present than at any time in the last 
ten years. The number of new is- 


sues of counterfeits appearing in 
1949 was 114, which was more than 


double the 51 that appeared in 1948. 


Banks outside the Chicago area 
interested in the “Tel-A-Phony” 
may contact Central National Bank 
in Chicago, Roosevelt Road and 
Halstead Street, Chicago 7, IIl., rel- 


ative to use of the idea. 


Allison 


COUPON 


the KNOW HOW 


Whatever your Pay- 
ment Coupon Book 
problem may be—get 
a practical answer from 
Allison. 


With a background of 
59 years experience, 
Allison KNOWS HOW 
to design Coupon Books 
that tie in with your set 
up—are low-cost in use 
—and secure prompt 
collections, 


Samples of what we hove done 
for others will be sent upon 
request. Write to head office: 
Indianapolis 6, Indiana 
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Lehigh Valley Trust Co. 
Remodels Its Quarters 


The remodeled quarters of Le- 
high Valley Trust Company, Allen- 
town, Pa., occupy an “L’-shaped 
building with entrances on two 
principal streets and a lobby lead- 
ing from one entrance to the other. 
At the Hamilton Street entrance 
(right) the commercial tellers are 
located on both sides of the lobby, 
each group being connected with 
mezzanine work space by its own 
stairway. At the Seventh Street 
entrance (left) the note tellers 
and savings department are located 
on the left and the real estate de- 
partment on the right. Accessible to 
all departments, the officers’ section 
and board room are at the junction 
of the “L.” 


The lobby and offices are car- 
peted. This aids materially in main- 
taining a quiet atmosphere within 
the bank. Banking screen, wain- 
scots, and other woodwork are of 
blond oak cabinet work with con- 
trasting dark marble base. Decora- 
tive metal items, including balus- 
trades and stair railings, are of sat- 
in aluminum. Modern lighting 
floods the entire area with illumi- 
nation of intensity sufficient for all 
work without the use of desk lamps 
or other individual lights. 


The color scheme of the painted 
walls and ceilings is of soft neutral 
greens to provide scientifically the 
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greatest eye restfulness consistent 
with good light reflective value. 
Among the various new facilities 
included are a well appointed room 
for the women customers, an office 
or meeting room exclusively for 
customers’ use, conference rooms 
for all officers, and an employee 
lunch room with kitchen facilities. 


Vandalia State Bank Helps 
To Send Mailman To England 


Vandalia State Bank, Vandalia, 
Mo., and other member organiza- 
tions of the Business and Profes- 
sional Mens Club of Vandalia are 
sending their rural mailman, Lin- 
coln Kilby, to England to find out 
how the average Briton likes social- 
ism. After spending 60 days in the 
British Isles, Mr. Kilby will return 
to Vandalia and report his findings 
tothe club members who have been 
arguing about the advantages and 
disadvantages of socialism at their 
weekly meetings for several years. 

The undertaking is called project 
“Show Me” and is being sponsored 
by the club and Vandalia’s farmers, 
business and professional men. 
Vandalia State Bank has donated 
$300 for Mr. Kilby’s survey of so- 
cialism. Besides this, Roz G. Morris, 
president of the bank, has said that 
if the amount raised is not sufficient, 
“the bank will guarantee any addi- 
tional expense Link Kilby has. All 
he has to do is wire us.” 


Federal Reserve Of New York 
Begins Counting Its Pennies 


Due to a limitation placed on the 
supply of pennies in the Second 
Federal Reserve District, the Fed- 
eral Reserve Bank of New York has 
not been able to supply member 
banks and others with a sufficient 
amount of pennies. In turn, many 
banks throughout the district have 
been unable to meet the requests of 
their own depositors and _ have 
found it necessary to restrict the 
distribution of pennies to them. 

Consequently, the available sup- 
ply has been apportioned under an 
informal rationing system. 

Allan Sproul, president of the 
Federal Reserve Bank of New York, 
has asked all banking institutions 
in the district to return all pennies 
in excess of their absolute needs. 


Boards Approve Consolidation 
Of Corn Exchange, Girard Trust 


The boards of directors of Corn 
Exchange National Bank and Trust 
Company and Girard Trust Com- 
pany, Philadelphia, Pa., have in- 
formally approved a proposal for 
the consolidation of the two banks. 

Counsel for both companies is 
working out a detailed plan to ef- 
fect the combination. When com- 
pleted and formally acted upon by 
each board it will then be submitted 
to stockholders and to banking au- 
thorities for approval. 
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It’s time we got working mad! 


As we listen to the latest insults from 
Moscow, we're likely to get fighting 
mad. 





Instead, we'd better use our heads 
and get working mad. 


It is clear by now that Stalin and his 
gang respect just one thing—strength. 
Behind the Iron Curtain they’ve been 
building a huge fighting machine 
while we were reducing ours. Now 
we must rebuild our defenses—fast. 








As things stand today, there is just 
one way to prevent World War III. 
That is to re-arm—to become strong— 
and to stay that way! 










This calls for better productivity all 
along the line. Not just in making 
guns, tanks and planes, but in turn- 
ing out civilian goods, too. 
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Arms must come first. But we must 
produce arms at the same time we 
produce civilian goods. 
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Hopalong Cassidy Savings Rodeo 
Encourages Children To Save 


A new type of savings club de- 
signed to attract bank customers 
from among the members of the 
younger generation and at the same 
time gain parental interest has 
been developed by Bar 20, Inc., 
17 North Desplaines St., Chicago, 
Ill. 

This plan, which is being used 
by financial institutions in 15 
states, permits children to open an 
account with a minimum deposit of 
$2, at which time they are given 
a Hopalong Cassidy savings bank 
and pass book. In addition to this, 
Hoppy sends each child a western 
thrift kit containing such items as 
a savings bank, a membership cer- 
tificate and card, a badge, a record 
chart and book, an autographed pic- 
ture, etc. 

As the child’s account grows in 
size, higher ratings and new 
badges are offered, thus encourag- 
ing the young depositor to increase 
his savings. 

To help banks publicize this new 
club, Bar 20, Inc. provides each in- 
stitution with a kit of promotional 
material and also conducts a na- 
tional public relations campaign. 

Only one bank in each city is 
permitted to have a franchise for 
this club. The cost of the franchise 
is based upon the size of the institu- 
tion and the number of Hoppy Club 
depositors. 





Third National of Ashland, Ky., 
Installs Parking Change Tray 

The Third National Bank of Ash- 
land, Ashland, Kentucky, recently 
installed a parking meter and 
change tray in the lobby as a con- 
venience to motorists. 

The parking meter, which was 
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NOW ON EXHIBIT at First and Merchants National Bank of Rich- 















mond, Richmond, Va., is a rare collection of weapons, curious and 
historical, which have been used in all the wars in which the United 
States was involved before 1900. The arms collection belongs to the 
estate of Dr. George W. Gay, Jr., a local physician, and eventually 
will be sold. The display has attracted considerable attention both 
from the general public and from gun. fanciers. 








provided by the city of Ashland, 
is merely to attract attention and 
indicate that the coins are to be 
used in parking meters. The base 
was purchased by the Third Na- 
tional, and the coin tray was spe- 
cially constructed to fit under the 
meter. 

This service is used by both cus- 
tcmers and non-customers, thus 
saving the tellers much time and 
effort. Users of the service have ex- 
pressed gratification at being re- 
lieved of the necessity for going to 
busy tellers and store clerks for 
change, and find this arrangement 
saves them a considerable amount 
of time as well. 

Approximately $6.50 in coin is 
kept in the tray, and in a period of 
over three months, it has been 
short only $2.15, all of which was 
lost in one day. 

The results achieved by the use 
of this change-making service have 
been much better than expected. 


First National Of Memphis 
Establishes Seventh Branch 


The new Linden Branch of The 
First National Bank of Memphis, 
Memphis, Tenn., is the bank’s third 
downtown branch, making a total 
of seven offices. It provides com- 
plete banking facilities, including 
safe deposit boxes, a night deposi- 
tory, and a drive-in window. 


The branch is finished in buff 
brick. Its ceiling-high, paneled plate 
glass windows are flanked by im- 
pressive columns of rich brown 
Minnesota granite. The interior is 
finished in blond oak paneling with 
walls of Mediterranean blue, sound- 
proof ceilings, and a floor of orna- 
mental cork. Fixtures and appoint- 
ments are in keeping with the mod- 
ern motif. 


Milton A. Ratcliff, assistant cash- 
ier, is in charge of the branch, with 
William P. Slayton as _ assistant 
manager. 
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First Sidewalk Teller’s Window 
in Florida Recently Installed 


The First National Bank of Lake 
Worth, Lake Worth, Florida, recent- 
ly installed the first sidewalk teller’s 
window in the state of Florida. 


In exchange for parking spaces in 
the bank’s parking lot, the city has 
given the bank four parking spaces 
on the street adjacent to the east en- 
trance of the bank where the side- 
walk teller’s window is located. 
Each of the four parking meters is 
covered with a box on which is 
printed, “Reserved for Patrons 
Sidewalk Banking—First National 
Bank.” When these boxes are re- 
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One of First National's four parking 
spaces, showing a special wooden hood 
over the parking meter. 


moved at closing time, the city has 
the use of the meters. 


Roy E. Garnett, president of the 
bank, reports that this new service 
is working out very well. He says 
that the turnover is steadily in- 
creasing and that the four parking 
spaces are in use most of the time. 
Since only a short time is required 
to wait on each customer, about 
three-hundred can be accommo- 
dated daily. 


There has been very little abuse 
of this privilege by non-customers 
as the bank has a deputized police 
guard stationed on the sidewalk. 


The First National would prefer 
a drive-in window, but since this 
is impossible, they are quite satis- 
fied with this sidewalk teller’s win- 
dow as second best and feel they 
have made a wise move in install- 
ing it. 
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Union Trust, Washington, D. C., Carpets Main Banking Floor 


Although the Union Trust Com- 
pany of the District of Columbia, 
Washington, D. C., has used the 
same carpeting on its main banking 
floor since August, 1947, the floor 
covering is still in good condition 
and will not have to be replaced 
before 1952 or later. Chair pads are 
being used under the officers’ and 
secretaries’ desks, the only spots 
showing noticeable signs of wear. 

In wet weather, runners are 
placed inside the three entrances. 
As the public has been extremely 
co-operative in using these pro- 
tective mats, there has been no 
observable damage from water or 
dampness thus far. The carpet is 
vacuumed daily; spots are removed 
when necessary and it is thorough- 


ly dry cleaned and moth-proofed 
twice yearly. It is estimated that 
the upkeep is no more costly than 
the maintenance of the white Ver- 
mont marble underneath the carpet. 

This high grade broadloom car- 
pet has a beige, tan and brown 
feather design on a green back- 
ground. Approximately 1,000 
square yards were required to cov- 
er the main banking floor shown 
above. (In the foreground is the 
officers’ space, and to the right of 
the rail and beyond the first two 
columns is a portion of the lobby. 

Public acceptance of this inno- 
vation in bank floor covering has 
been enthusiastic and a valuable 
aid to Union Trust’s customer rela- 
tionship. 








No matter what the size, or the 


specific need, of your Chicago account, we are 


equipped to provide a complete banking serv- 


ice, promptly and efficiently. Any and all of 


our services are at your disposal. 


City NATIONAL BANK 


AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET W) 
Vl 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 
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MEMBERS AND GUESTS in attendance at the meeting of the Consumer 
Credit Committee of the American Bankers Association in Chicago, 


Illinois, January 15-16. 


LEFT TO RIGHT, SITTING: Tim J. Gallivan, vice 
president, Mercontile-Commerce Bank and Trust 
Company, St. Louis, Missouri; Lehman Plummer, 
vice president, Central National Bank and 
Trust Company, Des Moines, lowa; John Gib- 
son, vice president, Republic National Bank, 
Dallas, Texas; William W. McCarthy, vice presi- 
dent, National Shawmut Bank, Boston, Mas- 
sachusetts, chairman; Louis J. Asterita, Ameri- 
can Bankers Association, New York, New York, 
secretary; Walter B. French, American Bankers 
Association, New York, New York, deputy 
manager in charge; Arthur B. Adams, presi- 
dent, Beloit State Bank, Beloit, Wisconsin; C. L. 
Sayre, cashier, National State Bank, Boulder, 
Colorado; and Charles A. Truitt, vice president, 
Commerce Trust Company, Kansas City, Mis- 
souri. 

LEFT TO RIGHT, STANDING: Coleman lL. 
Isaacs, vice president, Lincoln National Bank 
& Trust Co., Fort Wayne, Indiana; Richard H. 
Stout, executive vice president, Bank of Louis- 
ville, Kentucky; Paul R. Geisinger, vice presi- 
dent, The National City Bank, Cleveland, Ohio; 
John Galvin, vice president, Marine Midland 
Group, Buffalo, New York; Ralph V. Arnold, 
executive vice president, First National Bank, 
Ontario, California; Paul M. Welch, vice presi- 
dent, Citizens & Southern National Bank, At- 
lanta, Georgia; E. |. H. Bennett, vice president, 
Peoples First National Bank and Trust Co., 
Pittsburgh, Pennsylvania; J. Russell Hughes, as- 
sistant treasurer, Equitable Trust Company, 
Baltimore, Maryland; Richard D. Mange, vice 
president, National Bank of Detroit, Detroit, 
Michigan; Carl M. Flora, vice president, First 
Wisconsin National Bank, Milwaukee, Wiscon- 
sin; E. J. Longinotti, vice president, Union 
Planters National Bank and Trust Co., Mem- 
phis, Tennessee; and F. T. Kirkham, vice presi- 
dent, National Bank of Commerce, San 
Antonio, Texas. 
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William H. Fawcett Honored 
For Fifty Years Bank Service 


William H. Fawcett has been 
elected a director and vice chair- 
man of the board of Peoples First 
National Bank and Trust Company, 
Pittsburgh, Pa., in recognition of 
over 50 years of successful service 
in banking. 

Mr. Fawcett began his long 
banking career in 1900 as a mes- 
senger for Peo- 
ples National 
Bank at Pitts- 
burgh and rose 
to assistant cash- 
ier. In 1933 he 
was elected vice 
president of 
First National 
Bank at Pitts- 
burgh, and in 
1946, at the time of the merger of 
that bank and Peoples-Pittsburgh 
Trust Company. he was elected 
senior vice president of Peoples 
First National Bank and Trust 
Company, which position he con- 
tinues to hold. 

Active in many civic organiza- 


William H. Fawcett 


tions, Mr. Fawcett has also held 
numerous offices in the Pennsyl- 
vania Bankers Association. 


JOHN J. HEFLIN, a senior examiner 
for the Federal Deposit Insurance 
Corporation, has been named secre- 
tary-manager of the Memphis 
Clearing House Association, Men- 
phis, Tenn. The association is com- 
prised of National Bank of Com- 
merce, State Savings Bank, Union 
Planters National Bank and Trust 
Company, and First National Bank. 


J. BRADLEY GREEN has been made 
a second vice president of Guaranty 
Trust Company of New York, New 
York, N. Y. 


Manufacturers Trust Company, 
New York, N. Y., has announced the 
promotion of RICHARD R. SHILLING to 
vice president and JAMES G. LITTLE, 
JR., to assistant vice president. A. 
GRAHAM SHELDON has been named 
assistant secretary. 


AB JACKSON, JR., has been named 
manager of public relations and 
advertising at National Bank of 
Commerce in New Orleans, New 
Orleans, La. 


ALFRED G. RUEHLE has _ been 
elected vice president of Bankers 
Trust Company, New York, N. Y. 
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Harris Trust and Savings Bank, 
Chicago, Ill., has announced the 
election of NORVILLE A. AUBUCHON, 
NORMAN R. KAROW, and VIRLON S. 
RICE as assistant cashiers and of 
HORACE M. MODERWELL as assistant 
secretary. 


American Trust Company, New 
York, N. Y., has announced the ap- 
pointment of L. F. FIAMMENGHI as 
vice president and JEANNETTE LE- 
VINE as assistant secretary. 


RICHARD S. PERKINS has_ been 
elected executive vice president of 
City Bank Farmers Trust Company, 
New York, N. Y. 


Manufacturers Trust Company, 
New York, N. Y., has announced the 
appointment of ELIAS A. SADALLAH 
as an assistant vice president and 
WILLIAM D. SMITH as an assistant 
secretary. 


United States National Bank of 
Portland, Portland, Ore., has an- 
nounced the election of DAVID E. 
ABRAM, WALTER JOHANNSEN, and 
FRED G. JOHNSON as vice presidents. 


OTTMAR A. WALLOW, vice presi- 
dent and comptroller of National 
Bank of Detroit, Detroit, Mich., has 
been appointed a member of the 
committee on special projects of 
the National Association of Cost 
Accountants. His duties will include 
recommending activities to be sup- 
ported from the permanent fund 
of the organization, which now ex- 
ceeds one million dollars. 


P. V. MILLER, JR., and LLOYD 
TROXLER have been elected assist- 
ant vice presidents of Stock Yards 
National Bank, Kansas City, Mo. 


KENNETH A. DURHAM has been ap- 
pointed a vice president of Chemi- 
cal Bank and Trust Company, New 
York, N. Y. 


Marine Trust Company of Buffa- 
lo, Buffalo, N. Y., has named F. 
TAYLOR ROOT assistant vice president 
and CLARENCE MARKS trust officer. 


PAUL BOWLES and GRAHAM 
WRIGHT, JR., have been elected as- 
sistant vice presidents by First Na- 
tional Bank of Atlanta, Atlanta, Ga. 
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New assistant vice presidents at the Commerce Trust Company, Kansas City, Mo., left to 
right are: O. A. Ingram; A. S. Rucker, Jr.; E. P. Wheat, Jr.; and W. L. Gibson. 


Federal Reserve Bank of New 
York, New York, N. Y., has an- 
nounced the appointment of JAMES 
J. CARROLL as vice president; ED- 
WARD G. GUY as assistant secretary; 
ANGUS A. MAC INNIS, JR., HERBERT A. 
MUETHER, ARTHUR H. NOA, GUSTAV 
OSTERHUS, and A. CHESTER WALTON 
as Manager; and HARDING COWAN as 
assistant counsel. 


RICHARD F. BATES and R. NORRIS 
HATCH have been advanced to vice 
president of The Bank of Virginia, 
Richmond, Va. Also promoted were 
R. HERNDON DIXON to assistant vice 
president; FRANK R. MARKS, JOSEPH 
F. MATTHAI, JR., and H. G. JENNINGS 
to assistant cashier. 


W. L. GIBSON, OLIVER A. INGRAM, 
ELI P. WHEAT, JR., and AMBROSE S. 
RUCKER, JR., have been promoted to 
assistant vice president at Com- 
merce Trust Company, Kansas City, 
Mo. 


Mercantile National Bank of Chi- 
cago, Chicago, Ill., has announced 
the election of FRANK W. BURKMAN 
as an investment officer and STAN- 
LEY L. LEENGRAN as an assistant 
trust officer and assistant secretary. 


JOSEPH K. CLARK and WILLIAM G. 
DAHL have been appointed assistant 
vice presidents and ROGER B. BRINK- 
MAN and LESTER S. CAIN have been 
named trust officers at La Salle Na- 
tional Bank, Chicago, III. 













account? 


Assets - - - - - 
Liabilities - - - - - 
Surplus as regards policyholders 
Losses paid to December 31, 1950 






Use This Extra Resewe “Account 
\id 


Through the ages insurance and banking have 
worked side by side. Insurance has gained an in- 
timate knowledge of the protection needs of banking. 
Bankers draw on this knowledge. Are you using this 
You incur no obligation by referring 
your property insurance problems to 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 


Combined Statement December 31, 1950 


$141,920,367 
70,080,153 
71,471,872 
483,685,642 
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SERVICE 
Maintaining an inti- 
mate, personalized 
correspondent serv- 
ice. 


To cooperate with 
out-of-town banks 
rather than compete 
for business which is 
rightfully theirs. 


Public National 


Bank and Trust Company 
of New York 


Established 1908 


EXPERIENCE 


Officials with years of 
service in this field, 
assuring a knowl- 
edge of requirements 
and valuable assist- 
ance. 


emi : New York Clearing House Association 
Federal Deposit Insurance Corporation % 
ee a ae 


Clifton Utley Wins TV Award 


Clifton Utley, popular TV news 
commentator on Front Line Cam- 
era, sponsored by The First Na- 
tional Bank of Chicago, Chicago, 
Ill., over station WNBQ, won first 
place (in the news category) in 
the second annual popularity poll 
conducted by TV Forecast maga- 
zine. 


Pictured above at the recent 
presentation of a handsome gold 


statuette to Mr. Utley are, left to 


Crocker First National Bank of 
San Francisco, San _ Francisco, 
Calif., has announced the following 
promotions: R. V. WALSH and E. F. 
LAWRENCE to vice president and 
trust officer; E. T. HANNON and F. P. 
GRAY to trust officer; F. R. STENT, C. 
A. CORRASA, ARTHUR MERKT, and H. 
L. KAUFMANN to assistant vice pres- 
ident; WILLIAM A. SHEEHAN, RICHARD 
M. KING, ALBERT J. RICE, JR., A. 
CHARLES DE LIMUR, and J. D. MIDDLE- 
TON to assistant cashier. 


Federal Reserve Bank of Chicago, 
Chicago, Ill., has announced the 
advancement of ALLAN M. BLACK 
and WALTER A. HOPKINS to vice 
president; LAURENCE H. JONES to 
cashier, and ORVILLE C. BARTON to 
assistant general counsel. 


Second National Bank of Hous- 
ton, Houston, Tex., has announced 
eight promotions. Made vice presi- 
dents were J. P. SMITH, REX WHEEL- 
ER, and MICHAEL DAVIS. Named as- 
sistant vice presidents were KARL 
BOLDT, MAURICE FAUBION, and TOM 
BROWN. New assistant cashiers are 
NEWTON WRAY and MERLE CROCKARD. 


right, Edward Prentiss, announcer; 


Federal Reserve Bank of Minne- 
apolis, Minneapolis, Minn., has an- 
nounced the following changes in 
its official staff: MAURICE H. STROTH- 
MAN, JR., has been advanced to vice 
president; CLEM VAN NICE has been 
named assistant vice president; and 
KYLE FOSSUM has been made an 
assistant cashier. 


DAN W. HOGAN, JR., has been 
named executive vice president of 
City National Bank and Trust Com- 
pany, Oklahoma City, Okla. H. J. 
BOZARTH has been promoted to first 
vice president; WALTER F. PRALLE to 
assistant cashier and trust officer; 
ROBERT H. BEALE and VERNON D. 
AYRES to assistant cashier. 


JOHN A. CAMPBELL, JR., has been 
elected president of South Carolina 
National Bank, Charleston, S. C. 


First National Bank of Tampa, 
Tampa, Fla., has announced the ap- 
pointment of JAMES F. ADAMS, E. W. 
JOHNSON, and M. B. SESSIONS as vice 
presidents. 


Robert A. Kubicek, editor, TV Fore- 
cast; Harold W. Lewis, vice presi- 
dent, The First National Bank of 
Chicago; Mr. Utley; and Harry G. 
Duntemann, assistant cashier of the 
bank. The half-hour program, 
which has been telecast since last 
July, features late news and com- 
mentary by Mr. Utley, plus late 
Korean and other world news films. 
The commercial announcements 
principally cover the service of the 
bank’s savings department, al- 
though trust and general banking 
services have been covered also. 


Lend a 
Aaud! 
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y 


Crippled Children 
need YOUR help 


So many handicapped children need 
proper medicol core and special train- 
ing! Every penny you give will help! 
All these youngsters want is a chance 
fo grow up straight and strong 

to become useful happy citizens. Give 
now, won't you? Help crippled children. 


18th ANNUAL 
EASTER 
SEAL 
APPEAL 
FEB. 25 

to 





MAR. 25 
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HARTWELL F. TAYLOR has been 
elected executive director of Con- 
sumer Bankers Association, Wash- 
ington, D. C. Mr. Taylor was previ- 
ously vice president of The Bank of 
Virginia, Richmond, Va. 


E. MARTIN LARSEN, trust officer of 
First National Bank of Arizona, 
Phoenix, Ariz., has been elected 
president of the recently organized 
Arizona Estate Planning Council. 
The council is an advisory body 
consisting of Arizona professional 
men. Its object is to promote inter- 
est in estate planning and knowl- 
edge of the various services which 
accountants, attorneys, life insur- 
ance underwriters, and trust officers 
can render to the public generally 
through mutual understanding. 





E. Martin Larsen L. K. Curry 


LESLIE K. CURRY, has been elected 
vice president and comptroller of 
Mercantile-Commerce Bank and 
Trust Company, St. Louis, Mo. He 
was recently elected, to the same 
positions in the bank’s affiliate, 
Mercantile-Commerce National 
Bank in St. Louis. WINSTON G. ETT- 
LING has been elected auditor. He 
is also auditor of Mercantile-Com- 
merce National. JOHN E. HAUSS, 
STUART MURPHY, and EDWARD A. 
HUWALDT have been promoted to 
assistant vice president and THOMAS 
R. CRONE to assistant cashier. 


JOHN C. FOLEY has been appointed 
assistant vice president of Chemical 
Bank and Trust Company, New 
York, N. Y. 


American Trust Company, Char- 
lotte, N. C., has promoted WILLIAM 
McGinn Porter and E. D. GASKINS 
to assistant vice president. 


CHARLES H. VEBER has been ad- 
vanced to vice president at First 
National Bank of Omaha, Omaha, 
Neb. A. L. WALLIN has been made 
assistant cashier. 
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ALBERT J. ROBERTSON and CLYDE H. 
DOOLITTLE have been elevated to 
senior vice president at Iowa-Des 
Moines National Bank, Des Moines, 
Ia. 


Peoples First National Bank and 
Trust Company, Pittsburgh, Pa., 
has announced the election of 
HENRY R. BUYERS, F. PERRY JOHNSTON, 
RAYMOND S. LIGO and WALTER E. 
TOTZKE as assistant vice presidents; 
HARRY J. WOOD as assistant cashier; 
ANDREW C. BERGMAN and EDWIN A. 
HOPKINS as assistant secretaries. 
RALPH J. MILLER has been elected 
director and secretary of the board. 





RAND MSNALLY 
CHRISTMAS CLUB SYSTEM 





Republic National Bank of Dallas, 
Dallas, Tex., has announced the 
following promotions: JAMES E. 
MASSEY, LEON ROGERS, and W. DON- 
ALD WHITE to vice president; ROBERT 
R. FERGUSON, E. B. FOWLER, A. J. 
MASON, T. G. SMITH, and J. H. WARN- 
ER to trust officer; HAYS E. BASSETT, 
GENE BRIDGES, and NICHOLAS ROBERTS 
to assistant vice president; NORVEL 
PAYNE and JAMES E. MAGOUIRK to 
assistant trust officer; and THAD R. 
NESMITH to assistant cashier. Glen 
Facka, formerly of Bank of Amer- 
ica, has joined the staff of Republic 
National as an assistant vice presi- 
dent. 





When you help your. customers 
WITH THE 





YOU HELP YOURSELF 


Here’s one service feature which pays off in 


many ways! Rand M¢Nally Christmas 


Club Systems build tremendous goodwill 


all 12 months of the year . . . awaken 


customers to other services your institu- 


tion offers . . . impress them with the 


efficiency and wisdom of doing business with you. 


These thoroughly practical systems simplify sav- 


ing for your customers and save you window 


and record-keeping time. From Rand M¢Nally’s 


variety of systems you can choose one tailored 


to your special needs. Write for samples and 


complete details, 


RAND MSNALLY & COMPANY 


CHRISTMAS CLUB 


Ill Eighth Ave., 


New York Il 


DIVISION 
536 S. Clark St 


Chicago 5 








The Bank of Virginia, Richmond, 
Va., has announced the election of 
W. ALBERT HESS as vice president. 
He has been placed in charge of a 
commercial development program 
for the bank’s three offices in Nor- 
folk, Va. 


Stock Yards National Bank, Kan- 
sas City, Mo., has announced the 
election of JAMES M. KEMPER, JR., as 
chairman of the board; JOE D. ALLEN 
as president; and WILLIAM L. MC- 
KNIGHT as assistant vice president. 


J. D. Allen Robert M. Hanes 


ROBERT M. HANES has returned to 
active duty as president of Wach- 
ovia Bank and Trust Company, 
Winston-Salem, N. C., after his E. 
C. A. service. The bank has pro- 
moted CARLYSLE A. BETHEL to senior 
vice president and senior trust offi- 
cer; FRANK J. WOLFE to senior vice 
president; MEADE H. WILLIS, JR., 
GEORGE G. TAYLOR, R. S. NOOE, and 
T. L. WILLIAMS to vice president; 
C. DANIEL SHELBURNE and EDWARD 
M. MARSH to assistant vice presi- 
dent; RICHARD G. PAGE, JR., STANLEY 
F. FORESTER, and ROBERT C. MERRITT, 
JR., to trust officer; and WILLIAM C. 
BREEN to assistant cashier at the 
Trade Street office. 


KYHL S. SMEBY has been ap- 
pointed assistant vice president in 
the corporation and bank relations 
department of Bank of America, 
San Francisco, Calif. 


Chicago National Bank, Chicago, 
Ill., has announced the promotion 
of ALBERT DROZA, JOHN C. MAULDING, 
and FRED O. SACK to assistant vice 
president and the election of MARK 
S. WILLING to assistant cashier. 


At Union Bank and Trust Com- 
pany of Los Angeles, Los Angeles, 
Calif., LAUREN H. CONLEY has been 
elected assistant vice president and 
A. T. HARTWELL, JR., has been made 
assistant trust officer. 
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EUGENE MCELVANEY and JOHN J. 
KETTLE have been elected to the 
newly created post of senior vice 
president at First National Bank in 
Dallas, Dallas, Tex. The bank has 
also announced the election of JACK 
E. LITTLE as assistant vice president; 
W. R. FULLER, auditor; LOREN D. GOR- 
DON, assistant trust officer; and 
ROBERT H. STEWART III, assistant 
cashier. 


ROBERT C. DOWNIE, president of 
Peoples First National Bank and 
Trust Company, Pittsburgh, Pa., 
was recently named Pittsburgh’s 
1950 ‘“Man-of-the-Year” by the 
Pittsburgh Junior Chamber of 
Commerce. 


Mercantile National Bank, Dal- 
las, Tex., has announced the pro- 
motion of C. GLENN COLE to vice 
president and cashier and of HOW- 
ARD A. LUND to assistant vice presi- 
dent. 


Ruth D. Seckbach 


C. Glenn Cole 


MISS RUTH D. SECKBACH has been 
appointed an assistant vice presi- 
dent of South Shore National Bank 
of Chicago, Chicago, III. 


C. S. MACFERRAN and WILLIAM H. 
MILLER have been elected senior 
vice presidents of City National 
Bank and Trust Company of Chi- 
cago, Chicago, Ill. Also elected were 
PHILIP R. CLARKE, JR., GEORGE I. 
DANIELS, CURRY B. FREEMAN, and 
A. H. LINDGREN to vice president; 
JAMES BECKETT to assistant trust 
officer; and VINCENT M. LIZZO, ROY 
L. OLSEN, and CLARENCE PEACH to 
assistant cashier. 


Federal Reserve Bank of Kansas 
City, Kansas City, Mo., has an- 
nounced the appointment of RAMON 
B. HANDY, executive vice president 
of First National Bank of Greeley, 
Greeley, Colo., as a director of the 
Denver branch for a term expiring 
Dec. 31, 1952. 


The Anglo California Nationa 
Bank of San Francisco, San Fran. 
cisco, Calif., has announced the 
promotion of the following staf 
members: At the head office, San 
Francisco, LOUIS B. EVERETT and 
HORACE K. WELCOME have been ap- 
pointed vice presidents; ARTHUR ¢, 
LEE, an assistant vice president; 
and ERWIN A. DANKWERTH, assistant 
cashier. At the Capital office, Sac- 
ramento, FRANK R. HODGSON and 
JOHN E. MILLER have been made 
vice presidents. At the Redding 
office, ALFRED THIES has been pro- 
moted to vice president and man- 
ager. 


Marine Trust Company, Buffalo, 
N. Y., has announced the following 
advancements: FRANCIS A. SMITH to 
first vice president; ALBERT L. SAN- 
DERSON and OLIVER A. WEPPNER to 
senior vice president; JOHN M. GAL- 
VIN and ALBERT T. HARDICK to vice 
president; GEORGE J. ENSER to as- 
sistant vice president; and GEORGE 
F. RAND, JR., and LLOYD W. HEMINK 
to assistant treasurer. 


MRS. HELEN PACE THOMPSON has 
been elected a vice president of 
Fulton National Bank, Atlanta, Ga. 
ADRIAN F. KIRK has been made as- 
sistant vice president and JULIAN 
HALIBURTON and CHARLES WRAY, as- 
sistant trust officers. . 


P. D. Houston, Jr. Charles W. Warterfield 


First American National Bank of 
Nashville, Nashville, Tenn., has ale 
nounced the election of P. D. HOUS 
TON, JR., as first vice president; & 
B. BENEDICT, JR., as executive vice 
president; CHARLES W. WARTERFIELD 
as vice president; FINIS L. NELSOW 
as executive vice president; and 
GEORGE R. KNOX III as_ assistant 
cashier. 


HARRY L. HOFFMAN has_ beef 
elected an assistant vice president 
at Society for Savings in the City of 
Cleveland, Cleveland, Ohio. 
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=| Honored For Half Century Of Service 
1g staff 
ce, San FFICERS OF THE FIRST NATIONAL COmpany, when I was fifteen years and I asked the crew foreman for a 
TT and O BANK of St. Paul and its af- old,” continued Mr. Lilly. “My job. He looked down at me and said, 
Cen ap # siiates, and other friends and asso- father was a linotype operator at ‘Oh, do you want to be a water boy?’ 
ae ciates of Richard C. Lilly, chairman the St. Paul Dispatch, and he and I said, ‘No, sir, I can do any- 
esident; of the board of the First National wanted me to become a printer.One thing.’ He answered me ‘That’s the 
‘ssistant Bank of St. Paul, recently attended morning as he was riding to work spirit—how would you like to be 
pe, Sees a reception given by the bank’s on his bicycle and was passing a a time-keeper? The pay is 20c an 
ON and board at St. Paul’s Minnesota Club coal wagon, a carriage drawn by hour for a ten-hour day.’ 
n made in honor of the veteran banker’s horses struck him down, and the “I kept that job until the freeze- 
Redding half-century of service to the bank, tongue of the carriage punctured his up in the fall. My father still wanted 
ry Pro- § and of his business and civic leader- chest. me to be a printer, but I was am- 

man- 


ship extending over a like period. 


“As I was leaving home on my 


bitious to work in a bank, and I 


































Mr. Lilly, a native St. Paulite, bicycle, headed for school, the PPlied for a job as a messenger at 
Buffalo started his banking career as a 16- patrol wagon drove up with my asa oc cee 
slowing year-old messenger in the former father. My mother was visiting her aa pet Reptemnap eae te ae 
MITH to Merchants National Bank. sister in Sioux City, and so I di- peer Ps on: -+ aen-naal 
ae “My salary was $20 a month,” rected the police officer in charge to preg ia a. ati pon es 8 on 
pNer tof] Said Mr. Lilly. “At that time the take my father to the City Hospital. T= “Sonor Wit) © Mt Paving gang: 
M. caL- § Merchants National had three offi- The doctor who made the examina- ponseiar pl sah tae ada 
to vice 4 cers—the president, cashier, an as- tion told me that the accident was takin as 
: to ase @ sistant cashier—and twenty em- par mg - meg ae a vieacetes 
loyees. There were 796 accounts internally, an at it mig ea 
annaill ey the books, and 138 country long time before he could get well. Studied Law At Night School 
bank accounts. The deposits totaled I thereupon took his bicycle and “Around 1908 when I was work- 
$3,024,000. drove downtown to find a job. ing in the railroad cage at the bank, 
SON has “The first job I had ever held “They were paving a downtown I! enrolled for night school at the 
dent of | was with a general construction street with asphalt for the first time, St. Paul College of Law. Not being 
nta. Ge a high school graduate, I had to 
take the bar exams which, to say 
1ade as- : 
a the least, I found difficult to pass. It 
nay, seems to me that a nice old gentle- 


man who gave the examination said 
he would pass me if I would agree 
not to practice law.” 

Advancing through clerkship, Mr. 
Lilly was elected an assistant cash- 
ier in 1909. He was elected vice 
president in 1912 and became one 
of the youngest bank presidents in 
the country in 1918, when he was 
33 years of age. 

A foe of “starched and stiff” bank- 
ing at an early age, Mr. Lilly firmly 
believes bank services should be 
expanded and improved to meet the 
increasing demands of customers. 
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Active Force In Merger 


Mr. Lilly was the active force 
in the merger of the Merchants Na- 
tional Bank and the First National 
Bank of St. Paul which took place 
in 1929 and he became president of 
the consolidated First National Bank 
at that time. He served as president 
until 1945, when he was elected to 
his present office of chairman of the 
bank’s board of directors. 

His business career continues to 
be an exceptionally active one and, 


as been 
president 
e City of Everett Kroeger, Photographer 
>. Richard C. Lilly, Chairman, Board of Directors, The First National Bank of St. Paul 
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apart from banking, he is identified 
with the successful development of 
many upper Midwest business or- 
ganizations. He holds directorships 
in several corporations, including 
First Bank Stock Corp., Great 
Northern Railway Co., Archer-Dan- 
iels-Midland Co., Brown and Bige- 
low, and Northern Greyhound Corp. 
Mr. Lilly is also closely identified 
with numerous civic and philan- 
thropic activities. 


Foreign Exchange Committees 
Begin Rotating Membership 


To give effect to the principle of 
rotation of membership adopted 
four years ago, some changes have 
recently been made in the com- 
position of the foreign exchange 
committee of the New York money 
market and of its two sub-com- 
mittees, one on E. C. A. matters and 
the other on foreign assets control 
matters. 

The present membership of the 
committee and the sub-committees, 
as set out in a statement by the 
Federal Reserve Bank of New York, 
is as follows: 

Foreign exchange committee: C. 
T. Aulph, Bank of Montreal; 
Charles Cain, Jr., Chase National 
Bank; Clinton C. Johnson, Chem- 
ical Bank and Trust Company; Lin- 
coln Johnson, Manufacturers Trust 
Company; Harold D. Pennington, 
Brown Brothers Harriman and 
Company; Samuel D. Post, Guar- 


anty Trust Company; F. P. Shep- 
ard, Bankers Trust Company; Hans 
A. Widenmann, Carl M. Loeb 
Rhoades and Company; I. C. R. At- 
kin (chairman), J. P. Morgan and 
Company, Inc.; Leo N. Shaw (vice 
chairman), National City Bank. 


Sub-committee on E. C. A. mat- 
ters: E. M. Andel, Bankers Trust 
Company; Arthur G. Boardman, 
Irving Trust Company; L. Allan 
Bucher, Chase National Bank; Rob- 
ert P. Furey, Central Hanover Bank 
and Trust Company; Alfred Hayes, 
New York Trust Company; Clinton 
C. Johnson, Chemical Bank and 
Trust Company; Frank Sauter, Na- 
tional City Bank; Russell L. Ward- 
burgh, Guaranty Trust Company; 
I. C. R. Atkin, (chairman), J. P 
Morgan and Company, Inc.; John 
L. O’Halloran (vice chairman), 
Manufacturers Trust Company. 


Sub-committee on foreign assets 
control matters: H. F. Berthoud, 
Dominick and Dominick; M. S. Coe, 
Chase National Bank; L. Heaton, 
Central Hanover Bank and Trust 
Company; G. C. Henckel, J. P. 
Morgan and Company, Inc.; J. C. 
Lucey, Brown Brothers Harriman 
and Company; E. C. Maher, Manu- 
facturers Trust Company; C. B. 
McGuire, Bank of the Manhattan 
Company; G. J. Messemer, Irving 
Trust Company; J. F. Rath, Bank- 
ers Trust Company; E. C. South- 
wick, National City Bank; John L. 
Timoney (chairman and secretary), 
Guaranty Trust Company. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


March 5- 6—Annual Savings And Mortgage Conference, Statler Hotel, New York City. 
March 12-14—National Instalment Credit Conference, La Salle Hotel, Chicago, Illinois. 


June 


Sept. 30- Penn Hotel, Pittsburgh, Pa. 


4- 8—49th Annual National Convention, American Institute of Banking, William 


Oct. 3—77th Annual Convention, The Stevens, Chicago, Illinois. 


STATE ASSOCIATIONS 
Apr. 
Apr. 
Apr. 


OTHER ORGANIZATIONS 


Mar. 
Apr. 
May 
May 
tel, Toledo, Ohio. 
June 
June 
Lick Springs, Ind. 
June 
Denver, Colo. 
Oct. 
Nov. 
Hotel, Hollywood, Florida. 


1-3—Florida, Palm Beach Biltmore Hotel, Palm Beach. 
15-17—Lovisiana, Bentley Hotel, Alexandria. 
17-19—Georgia, Ansley Hotel, Atlanta. 


26-27—Mortgage Bankers Association, Eastern Conference, Hotel Statler, New York. 
16-19—NABAC Eastern Regional Conference, Hotel Bradford, Boston, Mass. 

7- 9—NABAC Western Regional Conference, St. Francis Hotel, San Francisco, Cal. 
10-12—-NABAC Northern Mid-Continent Regional Conference, Commodore Perry Ho- 


12-14—IIlinois Bankers Association, 60th Convention, Hotel Jefferson, St. Louis. 
13-14—Indiana Bankers Association Convention, French Lick Springs Hotel, French 


21-23—-NABAC Southern Mid-Continent Regional Conference, Cosmopolitan Hotel, 


22-25—-NABAC 27th Annual Convention, The Roosevelt Hotel, New Orleans, La. 
12-15—Financial Public Relations Association, 36th Convention, Hollywood Beach 
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|INCREASE SPEED 


at your tellers’ windows 
with the amazing new 


|NATIONAL TELLERS MACHINE! 


42 
37 
43 


nd 33 





Cover 


. 49 
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23 It’s 20% to 30% faster than the hand- 
43 and-pass book method, and faster than 
any other method yet devised. 
In one second after setting up the 
amount of the deposit, the teller has a 
35 receipt and validated deposit—and 
the amount is recorded on a lock-in 
eae audit tape, and also in the machine’s 
38 deposit total, available only to the 
authorized possessor of the auditor’s key. 


a All records are in original print. 
.. 44 Six, or more, totals permit handling 
and controlling all types of transactions 
d Cover in the commercial teller’s cage. All 


h <3 
4) 


adding-and-listing work can be done 
on the same machine—as it contains 
an independent built-in adding machine 
» feature. The add-list total may be 
? cleared at any time independently 





52 of other totals. Company’s representative, and ask him 
A batch reset total—a completely new to demonstrate this remarkable 
13 feature—makes it possible to obtain machine right in your own bank. 
“_ a separate batch totals of cashed checks You'll be 
3 —with a tape—at any moment without astonished at pee’ itis J 
affecting other totals. what it can do 


Call your local National Cash Register for you! 





THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


.--and here’s “Exhibit A” 


This check is a permanent record of the transaction . .. clear evidence 
of payment that should clinch the case. » » This is just one of the 
services a check can render. Bankers, concerned with the transfer and 
safe handling of funds, realize the vital importance of checks in every- 
day business life. Naturally they use great care in the selection of 
their safety papers. » » The vast number of checks lithographed on 
Ia Monte Safety Papers and circulated daily by American Banks is an 
indication that their quality and safety are widely recognized. 
A Check Paper Aii Your Own 


Thousands of banks and many of the larger corporations use La Mon 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES @ ARE A LA MONTE TRADE- 
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